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“HOW ARE YOU DOING?” by T. DEWITT © TALMAGE 


“How We Boosted Directory bonnets” by Allan R. Stacey 
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ONE CoMPANY 


THE ConcoRP TP eELEPH 
78 EAST DEPOT STREET 


ConcoRD: NorTH CAROLINA 


April 28, 1958 


L. M. Berry and Company 


Hulman Building 
Dayton 2, Ohio 


Gentlemen: 

intended to express 
fitable way in which 
ctory Advertising and the 

ich the adver- 
tising sales have b il trained personnel, has 
sulted in materially improv? 


© adjustments and changes in 


In each instance we have not only found y° 


settlements: 
jutely fair but prompt, courteous and reasonable. 
stg we have derived from 


rked for our pest inte 


We have frequent cause fo 


Our Classified Directory has grow 
our advertising sales and each yea 
creased: We are well pleased with your 


nin all sincerity and we are looking forward to 


This letter is writte 
table dealings with your very 


many more years of pleasant and profi 
fine Company: 


Very truly yours: 
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Where there is danger, colorful markings 
of bright ‘‘Scotchlite’’ Reflective Sheeting 
flash a vivid warning to nighttime motorists. 
These durable, low-cost markings protect 
your own equipment, too. You show your 
concern for public safety. And you remind 
the public of your vital 24-hour-a-day serv- 


ice. Send for informative free booklet today. 


REFLECTIVE SHEETING 


MINNESOTA MINING AND MANUFACTURING COMPANY 
where RESEARCH is the key to tomorrow 


FOR FREE BOOKLET ON REFLECTIVE MARKINGS, WRITE 3M COMPANY, DEPT. QX-6158, ST. PAUL 6, MINNESOTA 
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AUTOMATIC ELECTRIC 
HAS THE RIGHT SUPPLIES 
FOR YOUR OPERATIONS! 


Buying the right supplies is a real prob- 
lem for independent telephone companies. 
Some supplies give plenty of headaches 
soon after delivery. Others give years and 
years of trouble-free performance. How 
can you tell the difference? How can you 
be sure that the brand you buy will de- 
liver all the quality you need? 

One sure way to insure quality is to 
rely on a famous brand name that stands 
squarely behind its product. Another way 
is to buy from a dependable supplier. You 
use both methods when you buy FAMOUS 


Automatic’s supply service provides a 
complete line of equipment for you to 
choose from...Pole Line Hardware... 
Cable & Wire...Large & Small Tools... 
Protective Equipment and many other 
items. And, Automatic really shines when 
it comes to delivery. Your order is almost 
always picked from stock and shipped 
the same day. 

Shown here is one of our many supply 
items—it should fit nicely into your 
operations. 


rt 


ort 





Automatic’s Five Friendly Warehouses: 


“Michie” Hester, Mgr. Fran Batcher, Mgr. Robert Miller, Mgr. 
2915 Moore St. 158 Corliss Avenue 2021 Main St. 
Richmond 21, Va, Johnson City, N.Y. Kansas City 8, Mo. 
Elgin 8-9280 Binghamton 7-8507 HaArrison 1-4720 


George Ferguson, Mgr. Ed. J. Chok, Mgr. 
Northlake, 2360 N. W. Quimby St. 
Hlinois Portland 10, Ore. 
Fillmore 5-7111 CApital 3-7244 


BRANDS from AUTOMATIC ELECTRIC. | 


TEST? 
N 





IS TOUGHER... 





Scrape it! Rub a conductor over an edge of yo S 
desk. Rub it hard! Note the absence of abrasion. Yq J s« 
never saw a slicker, tougher insulation—and it staff! 
that way in any environment. 


PROVE AUTOMATIC’S 
NEW PLASTIC SWITCHBOARD CABLE... 


| FASTER TO SOLDER... WON'T SHRINK 





Heat it! Hold a lighted match to the bared end of a 
conductor. The plastic adheres without any appre- 
ciable shrinkage. Here’s proof that the polyvinyl- 
chloride insulation won’t shrink during soldering. 


Skin it! See how quickly the conductor is ready for 
soldering. No time is lost scraping enamel. No frayed 


of you 
yn. Yq f 
it stay ends to create fire hazards or collect dust. 
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YOU'LL BENEF/T FROM ALL THESE FEATURES, TOO! 


INCREASED DIELECTRIC BREAKDOWN STRENGTH. 
Three times greater than textile, under humid 
conditions. 


COLOR CODING. As many as three separate 
colors are bonded together— extend clear 
through the insulation. They won’t run to- 
gether or fade—ever. This color coding speeds 
identification, saves installation time. 


GREATER INSULATION RESISTANCE. At least 10 
times that of textile, under humid conditions. 
STRONG PLASTIC JACKET. A moisture-resistant 
jacket protects the fully color-codedeore from 
shipping and installation abuse. To speed 
stripping, the jacket is easily separated by 
pulling a built-in nylon rip-cord. 


Made by General Cable Corporation, to 
our specifications, this new all-plastic switch- 
board cable is winning fast acceptance as the 
cable for switchboard wiring applications. If 
you would like to learn more about this new 


BETTER COMPRESSION RESISTANCE. Twice that 
of textile, five times that of earlier plastics, 
under normal conditions. 


AUTOMATIC 





AN 
ELECTRIC 


A member of the General Telephone System—One of America’s great communications systems 


cable, consult your Automatic representative 
or your nearest A. E. Sales Corporation ware- 
house. They’ll gladly be of service. 











ABOUT THIS ISSUE 


. peabere on page 
“Voices of The Industry.” 
of the remarks 


21 you'll find a brand new fea- 
ture titled This new de- 
partment will present the real “meat” 
made by speakers at conventions, conferences and meet- 


“Voices of The 


ings. For example, in its first appearance 


Industry” features discussions of: (1) “Prosperity 
Profit-Foundation of Progress,” by Frederick R. Kap- 
pel: (3) “Planning.” by F. E. Norris; and (4) “The 


\eed for Improved Earnings.” by Edwin M. Clark . . . 
We believe these four discussions of timely and impor- 
tant subjects get our new feature off to a good start. . . 
We hope you agree. 

UT California way the Sunland-Tujunga Telephone 

Co. has developed a sure-fire system for boosting 
directory revenues, and Allen R. Stacey tells all about 
the system in an article starting on page 47. If youre 
after more revenue and who isn’t? Mr. Stacey's 
article is for you. By reading it you'll learn (1) 
about the seven sources of directory revenues; (2) the 
value of first class professional service; (3) how to “‘ad- 
vertise the advertising.” measure your results, and collect 
your revenue. 
DeWitt Talmage 

is back with us this month with an article titled 
“4 Good Question ‘How Are You Doing?’ And if 


you want some helpful reading that proves today’s 


NE of our favorite authors. 7. 


“problems are only opportunities in work clothes” there's 
no better time than right now to turn to page 52 and 
start reading. 
HE General Auditor of Texas Telephone & Telegraph 
fang Be ¥. 
REA Loan Accounting Methods” in this issue with 


timely advice on: (1) Rising construction costs; (2) 


Barnett, concludes his article on “Pre- 


cash and cost records: and (3) the construction budget. 
The article starts on page 59. If you missed the first 
refer to the June 1 issue of “Telephone En- 
. We believe Mr. Barnett has 


other accounting articles in the works. If you have a 


chapter. 
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subject you want him to discuss drop us a line and 


we ll see what can be done. 
Editorial & Business Staff 
Ray W. Smith. Editor — Roy F. Smith, Advertising Director 
Donald C. Sorensen, Advtg.Mgr.—John G. Reynolds, Managing Editor 
deohn S. Reed, Technical Editor — Dick Reynolds, Production Manager 
Emily Budde, Editorial Assistant—Betsy Taylor, Advertising Assistant 
Betty Schroeder, Office Mgr. — Pat Lawhorn, Circulation Mgr. 


Dorothy Myers, Assistant Circulation Mgr. 
Roland Davies and Fred Henck, Washington Bureau 


Advertising Representatives 


WEST COAST: Keith H. Evans & Associates, 
3723 Wilshire Blvd., Los Angeles 5, Calif 
Telephone: DUnkirk 2-8981, 
593 Market St., San Francisco 5, Calif. 
Telephone: YUkon 2-4280. 


SOUTHWESK: Ed Whetzle, 
923 Cardova Ave., Dallas 23, Texas 
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“Yes, Mr Gimbel... j 


they'll be shipped 
today ” 














Follow the trend to Reynolds outdoor booths for extra revenue 


We can’t promise you how much extra revenue you'll pick up with pay- 
stations located on a trap line in the frozen North. But just about anywhere 
else you can string a ’phone line, there’s booming business in outdoor 
booths! 

Today you'll find convenient Reynolds Aluminum Outdoor Telephone 
Booths filling a fast-growing demand for paystation accessibility outside 
shopping centers, gas stations, sports arenas and stadiums, new housing 
developments, busy vacation areas . . . other high traffic points. 

The reason—Reynolds bright, roomy booths attract business day or 
night. They’re “open” 24 hours a day. Well lighted, perfectly ventilated, 
featuring ample shelf room, they flag down off-hours traffic when indoor 
paystation locations are closed. 

And talk about ease of setting up Reynolds outdoor booths. Erected 
booths weigh only 345 pounds; moving or relocating them is a breeze. 
All-aluminum, they are lightweight, cool in summer .. . never rot, crack, 
warp or decay. Now, completely assembled booths available at reduced 
prices.Write for specifications and prices. Address: Reynolds Metals 
Company, Richmond 18, Virginia. 





OFFER MANY ADVANTAGES 
e Rustfree— Weatherproof 

e Portable—Easy to Set Up 
Perfectly Ventilated 
Roomy, Clean, Convenient 
Easy to Maintain 

Weigh only 345 Ibs. Erected 


The Finest Products 
Made with Aluminum 


are made with 


REYNOLDS G3 ALUMINUM 


~ 


Watch Reynolds All-Family Television Program 
‘*DISNEYLAND,'' ABC-TV 


REYNOLDS ALUMINUM OUTDOOR TELEPHONE BOOTHS 
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What's New at SUTTLE 





| S. E. 44A 
S. E. 101D S$. &. 101C S. E. 101A 





Now Manufactured by SUTTLE 







Immediate delivery—and in quantity 














butyrate Forticel plastic 
non-shorting. 


dielectric 
material — completely 


Standard 10-Terminal 
Connecting Blocks 


and Plastic Covers— 
aq sure source 






A Sure Source 







Only Suttle can supply you with 
both 10-terminal connecting blocks 
and all three plastic covers. Three 
sizes of covers: 

S. E. 101A, covers 10 terminals. 

(1 block) 

S. E. 101C, covers 20 or 

30 terminals (2 or 3 blocks) 

S. E. 101D, covers 40 terminals 

(4 blocks) 

Cadmium plated screws are provid- 
ed for mounting terminal blocks to 
wall surfaces or wooden back 
boards. Each cover includes retain- 
ing screws for the terminal blocks. 


Both the S. E. 44A 10-terminal con- 
necting blocks and the plastic covers 
are priced at standard industry 
prices . . . backed by Suttle’s 48- 
year-old unconditional guarantee. 






Now Independent Telephone Men 
have a sure source for standard 10- 
terminal connecting blocks and three 
sizes of plastic connecting block 
covers—Suttle. 

The S.E. 44A 10-terminal connecting 
block is for use with all key or but- 
ton telephone sets. These sturdy 

units may also be used with any tele- 
phone instrument having special wir- 
ing plans requiring more than four 
terminals. The S.E.44A 10-point con- 
necting block is the industry stand- 
ard and meets or exceeds all require- 
ments. Available in either brown or 
ivory, the plastic cover finishes are 
all highly lustrous and decorative. 
These units take up the least possi- 
ble space on subscribers’ walls and 
are easily mounted and installed. 




















Specify brown or ivory color 


Non-Shorting Covers 
covers on your orders 


All Suttle covers are made from high 









4 | Manufacturers, suppliers, and printers to Telephone Men 





For Ju rther information, specifications or 
quotations on the 





se tele Phone supplies— 
write, wire or tele Pphone— 












SUTTLE EQUIPMENT CORPORATION 


401 N. 15th St., Lawrenceville, Ill. 135 S. La Salle St., Chicago 3, lil. 
Phone: Lawrenceville 782 Phone: DEarborn 2-3108 | 
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coming 


CONVENTIONS 





NEW YORK Telephone Asso- 
ciation, Scaroon Manor, 
Schroon Lake, June 16-18, 
1958. 


WASHINGTON - Oregon Tel- 
ephone Associations, Mult- 
nomah_ Hotel, Portland, 
Oregon, June 19-21, 1958. 


ALASKA Telephone Conven- 
tion, Baranof Hotel, Ju- 
neau, Alaska, July 28, 29, 
30, 1958. 


MICHIGAN Independent Tel- 
ephone Association, Pant- 
lind Hotel, Grand Rapids, 
Sept. 9, 10, 11, 1958. 


ARKANSAS Telephone Asso- 
ciation, Hot Springs, Ar- 
lington Hotel, Sept. 15-16, 
1958. 


ROCKY MOUNTAIN _Tele- 
phone Association, Utah 
Hotel, Salt Lake City, Sept. 
17-19, 1958. 


WEST VIRGINIA Telephone 
Association, Blackwater 
Lodge, Davis, W. Va., Sept. 
24-25, 1958. 


NORTH CAROLINA Tele- 
phone Association, Caro- 
lina Hotel, Pinehurst, Oc- 
tober 6-7, 1958. 


UNITED STATES Independent 
Telephone Association, 
National Convention, Con- 
rad Hilton Hotel, Chicago, 
October 13, 14, 15, 1958. 


VIRGINIA Independeni Tele- 
phone Association, Roan- 
oke Hotel, Roanoke, Oct. 
30-31, 1958. 


SOUTH CAROLINA Telephone 
Association, Clemson 
House, Clemson, Nov. 5-6, 
1958. 


OKLAHOMA Telephone As- 
sociation, Huckins Hotel, 
Oklahoma City, Nov. 5-6, 
1958. 
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LORAIN od = Te od | a 


@ no routine maintenance 
@ light weight, portable 

@ mounts in any position 

@ not damaged by freezing 
@ non-corrosive 


@ obtainable in any size 


POWER EQUIPMENT FOR COMMUNICATIONS AND 


ELORAIN octets Gyroraion 


our equipment 
is sold through leading 


telephone distributors 


YOUR JUNE 15, 
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UNRESTRICTED RANGE OF 
VOLTAGE AND CURRENT RATINGS 


Now available in all sizes, Lorain 
Dry CEMF Cells eliminate the main- 
tenance problems associated with 
liquid-filled cells. Their light weight, 
portability, safety, and their unre- 
stricted range of voltage and current 
ratings also adapt them for use as 
voltage regulating elements in many 
applications in which wet cells could 
not be used. They do not give off 
gases, do not employ liquids, are 
relatively insensitive to shock,and do 
not require maintenance or periodic 
attention. Lorain Dry CEMF Cells, 
therefore, can be installed wherever 
most convenient, making possible 
considerable economies in wiring, 


1122 F Street Lorain, Ohio 


mounting racks,and floor space. 

Lorain Dry CEMF Cells are seleni- 
um covered metal plates, specially 
treated so their internal resistance 
decreases rapidly as the current flow 
through them increases, making 
them effective as voltage regulators. 
The amount of voltage drop is de- 
termined by the number of plates 
connected in series. Bulletin 176 lists 
representative sizes; assemblies to 
meet individual specifications are 
readily made to order. Specific rec- 
ommendations will be made upon 
receipt of the current and voltage 
limits to be met, and the preferred 
mounting arrangement. 


INDUSTRY 


Phone: ATlantic 8-9191 
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NEW KLEIN 


stripping tool 
for all types of 
control cable 


Patents 2398979 
2691822 


Cat. No. 1558 








Here isa new tool developed by Klein, 
designed to strip insulation from all 
types of control cable, flexible cords, 
PWC, telephone cable with vinyl or 
polyethylene jackets and bus drop. 

Handle of cast aluminum, light in 
weight and with convenient grip; 
knife of tempered tool steel may be 
sharpened and is easily removed for 
replacement. This tool strips insula- 
tion from a few inches to as many 
feet as desired swiftly and simply. 
Does not damage conductors inside 
weatherproof sheath. 

Write for bulletin giving complete 
information. 


FREE POCKET TOOL GUIDE 


100 years of service to 
linemen, electricians 
and industry is back of 
this new Pocket Tool 
Guide No. 100. A copy 
will be sent you on re- 
quest without obliga- 
tion. 


ASK YOUR SUPPLIER 


Foreign Distributor: 
International Standard 
Electric Corp. 
New York 


KLEING: 


CHICAGO 45, ILLINOIS 





Week 


1200 McCORMICK"ROAD » 
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a Oh sm ae: ) 10108 me 110) -) oe 
across the editor's desk 





Charles S. Cadwell 


peat of Charles S. Cadwell. 
for many years an executive of 


and 


the af- 


filiates until illness forced his retire- 


Automatic Electric Co. 
ment earlier this year. is now at Com- 
munity Memorial Hospital, LaGrange. 
Il. This is in reply to a number of 
his friends who have written us for 
his address. Charles is well known 
throughout the world as at the time 
of his retirement he was president of 
Automatic Electric International Co.. 
in countries 


many 


which operates 


throughout the free world. 


Open House 


sw ENATOR John S. Cooper of Ken- 

tucky addressed an Open House 
of the Northeastern Telephone Cor- 
porations London. Ky.. exchange on 
the celebration of its conversion to 
dial equipment. The Open House was 


eld on May ol a Asn. 
held May 51 at 1:50 4 


Rodney M. Coggin 


15, 


was saddened 


HE INDUSTRY 
during May by the sudden death 


of Rodney 


the Tidewater Telephone Co. which 


WV. Coggin, president of 


served about a dozen Virginia coun- 
ties. Death came on May 21 after a 
heart attack. 
known figure at the various telephone 


Rodney was a_ well 
conventions as most of his life was 
devoted to the telephone industry. His 
company was organized by him in 
1915 with 85 employes and at his 
death was serving some 15.000. tele- 


phones with 200 employes. 


Unlucky Month 
AY WAS AN unlucky month for 


several telephone people. 4. J. 


Bohnsack, president of the German- 


1958 
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town (N. Y.) Telephone Co.. on Vay 
16 was seriously injured by a falling 
timber and is confined at Columbia 
Memorial Hospital, Hudson, N.Y. 
where he is convalescing. New York 
State Telephone Association members 
showered him with thoughtful cards 
recently. We understand he is im- 


proving slowly. 


Visit To Missouri 
HANKS TO Foster B. McHenry 
and his son Jim of the Capital 
Jefferson City, 


Mo.. we spent several days before the 


City Telephone Co.. 


Missouri-Kansas joint convention en- 
joving our favorite sport. Foster had 
us to Bennett Springs for trout fish- 
ing and then Jim took us to fabulous 
Bull Shoals in southern Missouri for 
Both 


quite successful as was the joint con- 


its famous bass fishine. were 


vention at Kansas City. Kan.. with a 
marvelous of that 
caused them to break all attendance 


program talent 
records of this combined meeting of 
the Kansas Telephone Association and 
the Missouri Telephone \ssociation. 
This joint meeting has. in its seven 
vears of existence, made the conven- 
tion a large and most excellent gath- 
ering of telephone people. The speak- 


ing talent this vear was outstanding. 


R. W. Hedrick 

OBERT W. HEDRICK. for many. 

many years secretary of the Mis- 
<ourl Telephone Association retired 
at the May annual meeting of that 
group and was succeeded by his son 
Bob Jr. The Hedricks have long been 
associated with the telephone industry 
in Missouri. and their law offices in 
Jefferson City will continue as asso- 
ciation headquarters with Aatherine 
assistant of fies 


Bauer. secretary. as 


manager. 


MANAGEMENT 
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1 MOC MOLA RETRACT 


five the Best Service 


KOILED KORDS have proved over the years that they give the best 


service to subscribers and telephone companies alike. 


KOILED KORDS have reduced cord maintenance and replacement to 


an absolute minimum. 


KOILED KORDS keep their spring-like shape and last indefinitely 


under the toughest conditions. 


KOILED KORDS are smooth, clean and cannot be harmed by moisture, 
grease, acid fumes or sunlight. Be sure your subscribers have the best 


. . . KOILED KORDS 


Available from your independent telephone supplier in black and 


many colors to complement colored telephones. 





“Wat is 


— 


Koiled Kords INC., BOX K, NEW HAVEN 14, CONN. 


KOILED KORDS, THE ORIGINAL RETRACTILE CORDS, ARE THE 
RESULT OF 17 YEARS OF RESEARCH, DEVELOPMENT AND USE. 
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THAT COULD be the most important communica- 
tions rate questions to be presented to a federal 
regulatory body in several years are grinding slowly on 
their way to decision by the Federal Communications 
Commission. The issues are being presented in_ the 
FCC’s investigation of private line rates. of obvious 
interest to all companies which join in providing priv- 


ate line service. 


For one thing. the FCC Commissioners themselves will 
have their first exposure to the case when they hear 
oral argument this month on a petition by the General 
Services Administration that the Commission, without 
delay. reduce the charges for private line voice services 


25 per cent. 


Action by the Commission in scheduling the 
oral argument came as a surprise in some Wash- 
ington quarters, where it had been anticipated 
that the FCC would reject the GSA petition with- 
out further ado. Apparently, however, the Com- 
mission decided that it should hear some discus- 
sion of the subject, and it issued an order sched- 
uling the argument and giving GSA and _ the 
American Telephone & Telegraph Co. Long Lines 
Department each a half hour to present its side. 


GSA, as previously reported here, submitted the re- 
quest in February. It took the position that since study 
data presented by AT&T in the private line hearings 
showed a return of upwards of 11¢¢ for voice services 
during the test period (1955). and since overall the 
Bell System private line services voice and record 
showed a return of something over 6©¢. the voice serv- 
ice rates should be cut 25° to bring the return for them 


down to the 6° area. 


In vain, so far as GSA is concerned, AT&T 
protested that if you reduce substantially one of 
two components of an average, you will also 
reduce the average itself. 


Meanwhile, more up-to-date studies have shown 
cutbacks in the rate of return for the services. 


The argument presumably will not produce any 
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AT EVERY BUSINESS CONFERENCE 


immediate rate action of any kind by the FCC, but 
it should serve to acquaint the Commissioners 
with some aspects of the case. 


Back in the hearing room, the sessions have been 
going on, presided over by Examiner J. D. Bond. To 
date, nearly 3000 pages of transcript not including 
thousands of pages of direct testimony and exhibits 
have been concerned with detailed examination of the 
cost studies submitted by the Bell System and Western 
Union Telegraph Co. Most of the questioning has been 
done by the FCC staff and GSA. Other parties to the 
case are Aeronautical Radio, Inc.. and United Press 
International, but they have not taken particularly ac- 


tive parts in the sessions to date. 


The FCC staff, at the hearings, has reported 
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TELEPHONE CABLE FOR 


FASTER 











STALPETH stripped to the paper insulated conductors, 
Soldering lead sleeve to corrugated steel tape. 
Neat installation, finished in record time. 





It’s smooth, easy to handle, strips clean quickly and 


easily, splices fast, makes neat, watertight, trouble- in cost! Light weight of General Cable STALPETH 
free joints in minimum time! Whether it is a wiped Cable permits longer spans, with savings in pole 
lead or mechanical closure, STALPETH is excellent line costs or reductions in messenger strand size and 
in moisture and corrosion resistance yet economical pole supports. 


Distributed through: 
AUTOMATIC ELECTRIC SALES CORPORATION, Northlake, Illinois 
LEICH SALES CORPORATION, Chicago, Illinois 


GENERAL CABLE CORPORATION, 420 Lexington Avenue, New York 17, N.Y. 
Offices and Distributing Centers Coast-to-Coast 


for quality and service... Specify G a Re & Ee oe L o CA 3 L Pod 
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(Concluded from page 10) 


that it hopes to have cross-examination on the 
cost study part of the case finished by the time 
the FCC begins its August recess. As a result, the 
Common Carrier Bureau called for specific pro- 
posals for rate changes by the Bell-System and 
Western Union. 


This led to considerable opposition by AT&T 
spokesmen, who said first that considerable time 
would be required to prepare rate proposals, and 
second that, insofar as the teletypewriter or re- 
cord grade services are concerned, competitive 
relationships with Western Union and other con- 


\ THE SAME day that the FCC hears the private 

line argument, the US Circuit Court of Appeals for 
the District of Columbia will be hearing discussion of 
another question which could be of equal significance to 
the growing field of private line services. Long-range, 
this one bears not on the rates to be charged for private 
line services, but whether common carriers will be able 


to provide them at all. 


Regular readers will recall that about three 
and a half years ago, the FCC was faced with two 
major policy-presenting applications, by Central 
Freight Lines, Inc., of Texas, and Minute Maid 
Corp., of Florida, for private microwave systems. 
In both instances, common carrier services were 
available, and the common carriers concerned, 
including both Bell and Independent telephone 
companies, vigorously urged denial of the re- 
quests. After considerable discussion and study 
in the FCC, the Commission scheduled its overall 
hearings on microwave radio policy and alloca- 
tions questions, which were held over a_pro- 
tracted period about a year ago. 


Now, Central Freight has filed with the court asking 


for an order directing the Commission either to grant 


E'TERANS of nearly two months of off-and-on hear- 





ings before a House Judiciary subcommittee on the 
1956 Bell System antitrust consent decree, now that the 
sessions have been completed, are asking themselves 


what was accomplished, and answering “Very little.” 
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“Little Accomplished” 


siderations which have not been fully explored 
must be considered. 

On the other hand, Western Union — which has been 
reported to be readying proposed rate changes for the 
teletypewriter grade services it provides — ardently sup- 
ported the FCC staff proposal. Ultimately, after extended 
argument, Mr. Bond ruled that both AT&T and Western 
Union should bring in their record grade service rate 
plans June 26. He reserved ruling on a companion re- 
quest that voice grade rate schedules be presented at 
the same time. The hearings resume June 16 after a 
recess of several weeks, and June 26 would be the last 
day set aside for that segment of the hearings, which 


then will resume briefly in late July. 


Both AT&T and Western Union, in their cost studies, 
showed rates of return for the teletypewriter grade serv- 
ices in the 2-3% area. of course far below what regula- 


tory commissions usually regard as reasonable. 


“Another Important Question” 


or set for hearing its applications for a private micro- 
wave system between Dallas and Fort Worth. The truck- 
ing company said in its filing that it has been “handi- 
capped” in the microwave and other proceedings be- 
cause of “lack of actual operational experience through 
which it can document its claims of economies and 
other benefits flowing from the ability to operate a 
motor carrier business with the aid of a... micro- 


wave system.” 


It declared that “This handicap becomes even more 
pronounced when it is realized that the principal com- 
petitor of the motor carrier industry, the railroad, is 
allowed by the Commission to operate, and is routinely 
licensed for the same type of point-to-point microwave 
circuits for which (the trucking company) has applied.” 


Should the court go along with the Central Freight 
request, observers look for a flood of similar requests 
to courts by attorneys for applicants for all sorts of 
services whose requests have not been acted on. As far 
as the immediate case is concerned, the court presum- 
ably would not order the FCC to grant the application, 
but merely to take some action. If the court should go 
along with the Central Freight request, the most likely 


outcome would be another hearing. 


The hearings, of course, were of obvious industry 


news interest, and on a day-to-day basis this publication, 
as represented by its Washington correspondents. Tele- 


communications Reports, was present throughout. 


Please turn to page 20 
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RIOR CABLE 


...especially designed for 
DIRECT BURIAL INSTALLATIONS! 


Maximum economy and efficiency in a direct buried plant calls for 
the use of SUPERIOR Cables that are especially designed for the 
purpose! 

Among SUPERIOR’S various types you are sure to find the cables 
to fit your requirements. 


For double-jacketed cables with from 6 to 202 pairs in 19, 22 and 24 
gauge sizes, all fully color-coded to the ultimate standard of the 
industry ... choose 


SUPERIOR PCP with a 5 mil longitudinal copper 
shield, or 

SUPERIOR PAP with an 8 mil longitudinal 
aluminum shield, or 

SUPERIOR CS with steel tape armor. 


For two-conductor direct burial wire choose 


SUPERIOR DB 219 SF or DB 216 SF with high 
strength flat steel serving flooded for corrosion 
protection, DB 219 S or DB 216 S with flat steel 
serving only, or DB 216 without armor. 
All conductors are copper with polyethylene insulation in both wire 
and cable. Cable jackets are polyethylene, direct burial wire jackets 
are polyvinyl] chloride. 


Order SUPERIOR Cables for your buried plant 
... they’re especially designed for the purpose! 


SUPERIOR CABLE 


SUPERIOR CABLE CORPORATION, Hickory, North Carolina 
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It's great outdoors! 


Move outside...and most of your comforts go with you. 

Why not a telephone for the terrace—in color? 

Today, customers of Independent telephone companies have a 
wide and growing range of new services to choose from. 

The terrace phone is just one example. America’s Independents... 
with 9.5 million telephones in 47 states...are steadily 

planning, developing, providing new ideas in communications. 
Making better telephone service a part of better living. 


INDEPENDENT TELEPHONE COMPANIES 


U.S. Independent Telephone Association 


helping you reach all America Pennsylvania Building, Washington, D.C. 
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a eee } COMPATIBILITY 
An iL: QUALITY 


CABLES AVAILABILITY 










| in rural distribution wire 


In a period of change, Ansonia continues to serve you with Rural 
Distribution Wire which is compatible in color coding and con- 
struction with that you have used and are using. Ansonia is main- 
taining the quality of performance which has made our Rural 
Distribution Wire so popular for so many years. Ansonia stocks 
Rural Distribution Wire AVAILABLE FOR PROMPT 
DELIVERY to you. 


Ansonia will continue to provide compatible wires and cables to 
meet your demands and at the same time will, as always, be 


alert to the latest innovations in the industry. 





THE ANSONIA WIRE & CABLE COMPANY, ASHTON 3, R.I. 


Leadership 
through Quality 


and Service 








“anne ee ee o)2 Ore 
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attracts the eye day or night, 
promotes more revenue. Colorful, clean, sturdy — 
the BN Booth is best for you, too! 

For full particulars, consult your distributor or write 


direct for folder... Benner-Nawman, Inc., 3421 Hollis Street, i 
Oakland 8, California. | 


e B-N booth is a busy booth! 


~z \ \Y 


\No*_. < aie 
“Say mister, is this pole gonna € 
»\O\. be here from now on? «i, 


N ) 


: . “ N . | 
oo \ a Yi 
: \ i \ 








ax 


Maybe not from now on, but it will last for years 
and years. That is unless it’s struck by lightning or 
something. This is a T-C pressure treated pole. T-C’s 
pressure teatment makes ‘em last. Our company 
uses T-C poles all the time. We found they last... 
almost from now on. 


Distributed by 


AUTOMATIC ELECTRIC SALES CORP. TA 
ANJ LEICH SALES CORP. 





TAYLOR - COLQUITT CO. 


SPARTANBURG, SOUTH CAROLINA 







PLANTS AT SPARTANBURG, SOUTH CAROLINA AND WILMINGTON. NORTH CAROLINA 
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VISIBLE 


LEXOLNE 


INFORMATION RECORDS 


Speed up your central information 
switchboard records by making all 
of your telephone listings conven- 
iently available to every information 


(Ua 
AES 
Ka 


pepesnneat 


on 


operator. 
Through the use of Acme FLEX- 
OLINE Equipment, telephone com- 





; 





i 
| 
i 
| 
i 
| 





} 
i 
i 
i 





i Vio we a : rise at | panies have been able to render an 
i Sinead ron Hi oo 5 ‘ a pained | prin ~~ improved service at lower cost, speed 
} vil | : i up service and cut many corners in 
re Hee III aoe 8 ees —— ere = ft) | ema operation. The ease with which new 


names or listings are inserted in their 

correct places helps to keep lists al- 

ways up to date, in many cases with- 

| Ww a — | Pe : iC) . in a few minutes after the change has 
| a || ea ——s a been completed. 

U : ra Regardless of the type of switch- 

Li | | | || Te. board you use or the number of sub- 

id — — al scribers you have, there is an Acme 

Time-Saving FLEXOLINE modern, 

hi-speed reference unit that will ex- 


Revolving stands provide compactness actly meet your individual purpose. 
and great capacity . . . in single or dou- 
ble tier units they hold from 7,000 to 
147,600 listings. May be used on desk, 
switchboard or mounted on pedestals. 








Insite Index for small information lists 
or any other list where speed and accu- 
racy are essential. Used on key shelf 
or desk. In a wide range of sizes and 
capacities from 350 to 2,500 listings. 


Desk stands, individual units with up to 
32,800 listings capacity or in banks of 
a number of stands, for greater capacity. 


Acme Visible Equipment has been designed 
for telephone use by Acme Systems 
Engineers in close cooperation with practi- 
cal, experienced telephone experts. Tell us 
your requirements and receive our sug- 
gestions and quotations. 

















| | 
: | ACME | VISIBLE | RECORDS. INC. Telephone System Division, Crozet, Virginia : 
| i kl 5-658 | 
MAIL | Please send us illustrated booklet 5-658 | 
COUPON | [] #1088 on Acme Switchboard Keyshelf Units [] #975 on Acme Flexoline | 
NOW! | [_] Have representative call. Date P ee eee ee 2 | 
i | [] We are interested in Acme Visible equipment for— ____records. | 
| KIND OF RECORD | 
| COMPANY = eee | 
: ADDRESS__ = 
. on... _ZONE____ STATE 
| 
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From the Owner's 
Point of View- 


Write for the 


Leich Dial System catalog. subsidiory of GENERAL TELEPHONE | 
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Leich’s Dial System Is An 
Investment That Saves You 





Money 3 Ways 


When you decide to invest in a dial switchboard, we hope you'll consider this fact. 
There are now over 1,000 Leich Dial Systems in service. And there are good reasons 
for this popularity. Leich Dial Systems are economical to install, operate, and expand. 
1. Installation It only takes about 80 man-hours per 100 lines to install a Leich 
Dial System. All equipment comes in small packages, factory tested, ready to be 
jacked-in. 

2. Operation The Leich Dial System is an all-relay dial switchboard — famous for 
its reliability of operation and long life. Leich relays have been tested for millions 
of operations with no failures. 

3. Expansion You don’t have to worry about additional subscribers necessitating 
expensive additions with a Leich Dial System. 

You can add lines, links, and trunks by merely jacking them in. There’s no need 
for factory installers, soldering, and wiring. Your only expense is the modest price 
of the equipment to be added. 

We'd be glad to give you the complete facts and figures on how much the Leich 
Dial System will save you. Write for a catalog and a quotation data form. There’s 
no obligation. 


CH SALES CORPORATION + 427 WEST RANDOLPH STREET + CHICAGO 6, ILLINOIS 


OAST: 11401 WEST PICO BLVD., LOS ANGELES 64, CAL.; SOUTHWEST: 1227 SLOCUM ST., DALLAS 7, TEX SOUTHEAST: 5126 SOUTH LOIS ST. TAMPA 11, FLA 


@enufacturers of telephones, switchboards and related apparatus since 1907 
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IMPROVE 


YOUR PLASTIC CABLE 
SPLICING...WITH BISHOP’s 


TAPE TRIO. 


FILL VOIDS IN SECONDS...BISHOP No. 125 
A synthetic rubber compound, 
thick, builds up insulation rapidly, fuses in sec- 


Electrical Filler Tape. 


1/8" 


onds. Easily molded by hand. 


PERMANENT MOISTURE BARRIER... BISHOP 
Bi-Seal, Type No. 2A (polyethylene-based). Self-bonding, 


fuses into solid mass. Excellent chemical, mechanical 
and thermal properties. Unexcelled for cold weather 


applications (as low as -55° C). 


TOUGH, ABRASION-RESISTANT COVERING... 
BISHOP Vinyl Electrical Tapes. Thin, (.007 and .010), 
tough, pressure-sensitive tapes, highly resistant to sun, 


water, 





1 


BISHOP... 





oil, acids, alkalies and corrosive chemicals. 





BISHOP’S Tape Trio accepted by REA as per REA Standard PC-2 and PC-3 


or complete information see your telephone 


F 
A Sa distributor or write for Bishop Catalog. 


BISHOP 


MANUFACTURING CORPORATION 


1 Canfield Rd., Cedar Grove, N. J. 


MORE THAN A CENTURY OF ELECTRICAL INSULATION 
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EASY WAYS T0 
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(Continued from page 12) 


But as to lasting impact, best guesses are these: 
The subcommittee presumably will issue a 
report some time before the fall elections. Chair- 
man Emanuel Celler (D., N. Y.) said as the hear- 
ings closed that “‘much remains to be done” in 
evaluating the evidence so that a report “ean be 


” made no 


forthcoming.” Chairman Celler has 
secret of his view that the Justice Department 
should not have agreed to a settlement which did 
not include divestiture of the Western Electric 
Co. from the Bell System, but whether even a 
bare majority of the subcommittee will agree 
with him is something else again. 
Observers of the committee recall that more than a 
year ago, when the group was laboring over a report 
on antitrust aspects of the television industry, the report 
was delayed some weeks past its anticipated issuing date 
by efforts to obtain agreement among committee mem- 
hers. Ultimately, a report which was a “watered down” 
version of the original draft was put out, and even then 


there were separate minority views. 


Second, efforts of the subcommittee staff 
develop evidence of wrongdoing in the consent 
decree negotiations, and weaknesses in the de- 
cree itself, monumentally 
About all that came out was that the Bell System 


were unsuccessful. 


representatives had vigorously presented their 
view that Western Electric is an essential part of 
the System — and there was agreement all around 
that they had every right to do so. Also, there was 
disagreement among the Justice Department ne- 
gotiators about what should be done — but every- 
one agreed that reasonable men will differ, and 
that they did so in this case, with each conscienti- 
ously adhering to his own viewpoint. 

Third, the “surprise” move by Chairman Cel- 
ler directing the subcommittee staff to call on 
FCC Chairman John C. Doerfer to start an inter- 
state telephone rate case did not have the desired 
effect, whatever it was. It is obvious that the 
Commission has no intention of starting such a 
case merely because Mr. Celler thinks it should. 
The move, in addition, attracted little press at- 
tention. 


“Difference of Opinion” 
HAT REASONABLE men may differ was demon- 
strated again in FCC hearings, recently concluded, 


Please turn to page 62 





























Prosperity Without Inflation 


By FRANK TRAVERS, 


Vice President, American United Life Ins. Co.., 


Indianapolis, Ind. 


_ TELEPHONE 


in fact. all business may be at the 


business and. 


end of er far as inflation is con- 
cerned. This statement may startle 
vou. I'm not going to forecast in this 
regard. but | do believe it will be 
prnkienene for us to explore together 
the “new forward look” (and Um not 
referrine to the ‘sack’ and the ‘che- 
mise.) 

Qur younger business and profes- 
sional men have experienced nothing 
but price inflation in’ their entire 
business careers to date. It is natural 
that continuing inflation appears in- 
evitable to them. Many of the older 
people have like convictions. They 
feel that inflation is “built-in? and 
they point heavy military expense 
for the cold war. to Governmental 
operating deficits and to the much- 
discussed wage-price-spiral. This is 
the popular view today. 

The popular view has so often 
heen wrong. In the 1920°s we were 
told we would never have a depres- 


sion. In the 1930’s we were told the 


YOUR JUNE 


economy could never pull itself out 


of stagnation: moreover. population 
growth was near the end. In the 
1950's we have been told that the 
wage-price-spiral will) never — stop 
spinning and that inflation will go on 
forever. Curiously. as Peter Bern- 
stein shows in his //arvard Business 
Review article of last July. those 
earlier forecasts were stressed most 
strongly very near to the time when 
the theory was proven wrong: the 
same fate may well befall the infla- 
lion forecast. 

The key to the inflation outlook. 
it seems to me, is the present produc- 
lion over-capacity in’ almost) every 
industry: this can only mean defla- 
lion, not inflation. The expectation 
of a rapidly growing population and 
more or less perpetual prosperity 
brought about construction of new 
plants and equipment, shopping cen- 
ters. etc. at an unprecedented rale in 
the past three or four years. It may 
require some years of continued pop- 


ulation growth for us to catch up 





Those who design, build and main- 
tain aerial telephone cable lines will 
find the technical information in this 
manual both pertinent and useful. 

The sag and tension data cover 
three sizes of “Utilities Grade” strand 
when used as messenger to support 
plastic-sheath or lead-sheath cable. 
These data will be helpful in deter- 
mining the size of strand to be used 
for a particular weight of cable and 
span length, and in answering other 
questions relating to design problems 

This Manual will be mailed with- 
out obligation to all interested tele- 
phone men. Ask for Manual No. 
MS-58. 


Crapo Galvanized 
Steel Strand (for 
both messenger 
and guys) is avail- 
able in all standard 
sizes and grades 
and in Class A, B 
and C coatings. 


STEEL & WIRE CO., INC. 


Muncie, Indiana 
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FAST, LOW-COST WAY 
TO INSTALL PIPE... 


push it under streets, roads, 





tracks, lawns with a timesaving 


GREENLEE HYDRAULIC PUSHER 


Speed underground piping jobs this way. 
Greeniee Pusher is one-man-operated (by 
hand or with power pump), portable, simple 
to set up and use. No tearing up of pavement, 
floors, lawns . . . does away with extensive 
ditching, tunneling, backfilling, repaving. 
GREENLEE Pusher cuts job time to a fraction 


. often pavs for itself on first job. 














Two feet per minute average pushing time 

GREENLEE Pushers are available in two sizes: No. 790 for 34 
to 4" pipe... No. 795 for Pipe over 4”, concrete sewer Pipe, 
large ducts. Average performance of No. 790, shown above 
with power pump, two feet per minute. Write for litcraturc, 


x 
GREENLEE 


GREENLEE TOOL CO 
2006 Columbia Avenve © Rockford, Illinois 
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with this huge accumulation of out- 
put capacity. 

Moreover this background is one 
which is conducive to negotiation of 
wage contracts which provide no in- 
creases or at least wage increases 
within the range of increased pro- 
ductivity. For example. the Hall 
Street Journal recently reported from 
Portland. Oregon. that the lumber 
industry is accepting a proposal from 
the AFL-CIO) International Wood- 
workers to forego a wage hike in 
view of conditions in the lumber in- 
dustry. 

In our fears concerning the wage- 
price-spiral, we should not lose sight 
of the fact that productivity per man- 
hour in this country has more than 
tripled in’ the past half-century. 
Wage-increases which are within the 
range of productivily-increases are 
nol inflationary. 

It is only in an atmosphere like 
that of a few years ago. when the 
economy was booming and employ- 
ment was full. that employers agreed 
lo wage increases beyond what were 
justified by productivity. It was easy 
then for the employer to pass along 
these costs to the public. Now. with 
overcapacity in almost every indus- 
try. competition is intense and the 
employer, forced to absorb any wage 
increases to the detriment of his com- 
pany s earnings. has to be = more 
realistic in wage negotiations. 

It seems likely now that in order 
to get the economy going at an im- 
proved level, consumer product prices 
will have to be lowered. This is the 
view of a number of leading econo- 
mists inside and outside of the Fed- 
eral Reserve System. 

If you follow, as | must. the quar- 


lerly reports coming out of our grea! 


“Adequate Profit-Foundation of Progress” 


By FREDERICK R. KAPPEL, 


President, 


corporations, you are finding that 
many express the same theme 
“lower earnings attributable to re- 
duced sales volume and lower prices 
received in our highly competitive 
markets.” 

Federal government deficits are in 
the making and they are inflationary 
as far as they go. But they are likely 
to be dwarfed by the savings of the 
people, which are now in an uptrend 
and which amount to nearly thirty 
billion dollars annually in recent 
years. 

The public is in a conservative 
mood. Savings deposits show a sub- 
stantial rise over a year ago in each 
of the first three months of this year. 
In February the Government experi- 
enced an excess of U. S. Savings 
Bonds purchases over cash-ins for the 
first time in 19 years, Life insurance 
annuity sales are increasingly — in 
favor. by interesting contrast. sales 
of the open-end mutual stock invest- 
ment trust funds show a decline from 
a year ago: the public is somewhat 
disillusioned with the failure of com- 
mon stocks to provide an automatic 
“inflation hedge.” 

In conclusion, whether these new 
anti-inflation trends prevail. consis- 
tent with the 200-year historical trend 
which slows long periods of compara- 
tive prices stability between wars. 
years of prosperity without inflation. 
| believe you must agree that an 
open mind is in order: the evidence 
against inflation is very strong. The 
advice sometimes heard to get heavily 
in debt and pay off in cheap dollars 
may be very dangerous advice undet 
present conditions.”-Adapted from 
a paper presented at the 1958 Con- 


vention of the Indiana Telephone As- 


sociation, 


American Telephone & Telegraph Co., 


New York City 


T° PROMOTE the general eco- 

nomic welfare, the prime neces- 
sity for any business is to keep its 
essential health and strength. Weak 





sisters cannot contribute to a strone 
economy. 
We ought not to let productivity 


fall. Using more manhours to do a 
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A 

Directory 

for the 

Pioneer Telephone Company 


Printed by 
R. R. DONNELLEY & SONS COMPANY 


350 East Twenty-second Street, Chicago 16 


SUPERIOR CABLES for Better Communica- 


tions and BUCKEYE has the specific 


cables to meet your needs 


including 


TOLL © TEL-C ® TEL-CA 
TEL-LS * TEL-PAP ® TEL-CW ® TEL-HDC 


Your summer cons'ruction programs call for quick delivery 
on your cable requirements. Here at Buckeye we carry 
large quantities of Superior cabies to help our customers meet 
those schedules. Superior cables are all that the name implies 

superior quality and workmanship that assures you of 
excellent transmission characteristics with lowest maintenance 
costs. Let us quote prices and delivery dates on your require 


ments 


When It Comes to Cable . . . Come to BUTELCO! 


BUCKEYE TELEPHONE & SUPPLY CO. 


P.O. BOX 5707 HUdson 8-0655 COLUMBUS 21, OHIO 





ONE MAN 


CAN MEASURE. 


FASTER, 
te) 4 = 


ACCURATELY 





Take all your out- 
door measurements 
this modern, time sav- 





given amount of work will cause last- 
ing harm. If productivity goes down, 
standards of living will go down with 
it. 

The habit of hiking wages above 
and beyond gains in productivity is 
just a way of living beyond our means 
and is bound to have the same con- 
sequences. This is the road into trou- 
ble for everyone and not the road 
out of it. 

The efforts of business to serve the 
country’s well-being are hampered 
not helped by those who take out alter 
businessmen for trying to do the 
very thine that holds the best hope 
for the future namely, to keep 
their companies strong and healthy 
so that they can take new risks. in- 
crease productivity, sell more goods. 
and employ more people. 

There are those who hold out the 
notion that somehow the country will 
find a formula for pushing profit 
down with one hand and pulling busi- 
ness up with the other. This is impos- 
sible and | hope one of the benefits 
of this meeting will be to get wider 
understanding of that fact. We need 
such understanding not only in Wash- 
ington and in our state governments. 
but up and down the countryside. 

In the Bell System. construction 
expenditures and employment are 
eeared to the rate of growth in sery- 
ice, and are dependent on earnings 
which assure our ability to finance. 

Growth in telephones in 1957 was 
about) 2.800.000 and long distance 


messaves exceeded the previous year 





FREDERICK R. KAPPEL 


ness is down. In fact. our construe- 
tion in 1958 is about equal to the 
average for the last three years. 

\ hy is it so large? Part of the 
answer is that we have chosen to go 
ahead with our modernization pro- 
eram virtually without change. This. 
plus expenditures for replacing obso- 
lete plant, moving and relocating fa- 
cilities. and so on, accounts for about 
$900.000.000. To build added capa- 
city to take care of more customers 
and more long distance calls. we are 
spending this vear about $1.500,000.- 
OOO. In this area we have cut about 
$300,.000.000 from what we wer 
originally planning a vear or so ago. 
but the amount as you see is. still 
very large. 


The fact is that we are adding ca- 


ing way. ROLATAPE re- by more than 7 per cent. Construc- pacity faster today. in relation to the 


duces the risk of human error, FE 
since it records precise measure- 
ments in feet as it is rolled along— 
automatically and in full view 
of the operator. Sturdy, light- 
weight; equipped with auto- 
matic brake and built-in 





i » > j > ] 057 ‘re > q ° 
lion expenditures in 1957 were more — orowth we foresee in the months 


than $2.500.000,000. ahead, than we have done for quite 


We began to feel the downturn in a while. We are sure the capacity will 


business however about the middle of — all be used. but some of it will not be 


last vear. As the lead time on capital used immediately. In short. we have 


stand. Handle folds 
compactly. 


additions in the telephone business is 
from 12 to 18 months. we started 
then and there to adjust our  plan- 
nine for the future. Today our con- 


struction program for 1958 stands al 


left in our program of expenditure 
for growth every dollar good jude- 
ment can justify. 

| hardly need to say this program 


Is doing a great deal to hold ¢ mploy- 


inns eit eoes eaaeea orien Wecers vices ee ites Veoeea gee ones own ma thout $2.200.000.000, or 12 per cent 


ment up. We now have about 760,000 


ROLATAPE, Inc. helow last vear: whereas ow crowth 
1741 14th Street, Dept. TE-6 


Santa Monica, Calif. 


people at work in the Bell System. 


in business has been running about — This is less than 5 per cent below last 


lO per cent less than in 1957 as to year. and the larger part of the ad- 


Send me free details on ROLATAPE: 


te S 130 rce Ss as er 
ne tele phone - and o0 per cent I as lo jusiment has come about throuch 
Firm long distance messages. resignations and retirements. 

ss , < ty “Nor: I< - 6 
Address o our construction program 1 As a matter of fact we have thous- 


down less than our increase in busi- Please turn to page 30 


City. Siate 
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stays on the job! 


Even when the weather is at its worst, you can depend on 
non-rusting Copperweld* Line Wire to give “service as usual” 
—safe, sure, uninterrupted. Its ability to stand up under 
the most severe operating conditions, year after year, is 

a matter of record. The test of time has proved its 





permanent high strength and its long service life at lowest 
annual cost. And, because of its excellent conductivity, 
Copperweld is the only long-span conductor suitable for 


all types of circuits—voice, signal and carrier. 


Your request for engineering data 

will receive prompt attention. 

"Trade Mark 

COPPERWELD STEEL COMPANY 
WIRE AND CABLE DIVISION Glassport, Pa. 

For Export: COPPERWELD STEEL INTERNATIONAL COMPANY, New York 
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Report from C.M. Fawcett, General Plant 
Mor. of North Florida Telephone Company 


“I guess you’d say we’re fairly young in the telephone 
business,” says Mr. Fawcett, General Plant Manager. 
“We bought the existing facilities, and our organiza- 
tion began operating just about three years ago. We've 
had an increase of 102 per cent in subscribers and put 
in a lot of new equipment. For example, in the last two 
years we've installed 80 outdoor phone booths, prac- 
tically all Alcoa. They certainly have gained new busi- 
ness for us. Last year these Alcoa Outdoor Booths 
brought in pretty close to $50,000. 

“We prefer single-booth installations and have 
placed one in every rural crossroad community in our 
service area. They’ve proved to be profitable and we 
know they've really made a big hit with local residents. 
In addition, folks going to and from Florida use them 
a lot. Much of our outdoor revenue comes from 
tourists.” 

The North Florida Telephone Company reports 
that although many of its outdoor installations are in 
what might be considered isolated locations, there has 
been no vandalism experienced in the two years. The 
company goes on to say, “Not only are Alcoa Outdoor 
Booths virtually vandalproof, they’re durable as well. 
They can’t chip or fade, as have several other types 
we've tried.” 


SEND FOR FREE, FACT-FILLED BROCHURE ON ALCOA BOOTHS 


Write today for your free copy of the Alcoa Outdoor 
Booth brochure—it contains facts and information 
that you should have. Ask your jobber about the in- 
creased revenue possibilities with Alcoa Booths. 
Aluminum Company of America, 1691-F Alcoa 
Building, Pittsburgh 19, Pa. 


Mr. Fawcett, General Plant Manager, makes an inspection 
stop at the Alcoa Outdoor Booth at beautiful Stephen Foster 
Memorial Park. The park is just 15 miles away from Live 
Oak, home of the North Florida Telephone Company. This 
scenic area attracts many visitors who tour its 243 wooded 
acres on both sides of the famous Suwannee River. The 
Memorial Park is the site of a museum containing Fosteriana 
and the new 97-bell Foster Memorial Carillon Tower. The 
North Florida Telephone Company, located in the seat of 
Suwannee County, on U. S. Highway 90 and 129 (Old 
Spanish Trail and Dixieland Route), serves many small com- 
munities scattered over a nine-county area. 


Your Guide to 
the Best in 
Aluminum Value 






ALCOA &). 
ALUMINUM 


-AAs “ALCOA THEATRE’ 
ALUMINUM COMPANY OF AMERICA CES Exciti = eectuee 
Alternate Monday Eve qs 





“We made all 80 installations our- 
selves,” says C. M. Fawcett. “I’ve 
watched our men put some of them 
up: these Alcoa Booths are not only 
built solidly, but they’re built simply, 
too. The assembly instructions are 
easy to follow and it takes only a 
short time to completely assemble 
and install one booth.” 





“Maintenance at 80 locations could 
get to be pretty expensive,” says Mr. 
Faweett. “But not with these Alcoa 
Booths. Our men just wipe them off 
with a little soap and water, sweep 
them out, and they’re all set to go 
without attention for a couple of 
weeks. Our oldest Alcoa Aluminum 
Booths look as good as the day we 
bought them.” 


























C. M. Fawcett says, “We’ve grown 
quite a bit in the last three years and 
we like to tell the folks what we're 
doing to serve them more efficiently. 
This Alcoa Goodwill Kit couldn't 
serve us better if we'd worked it up 
ourselves. It contains ads, publicity 
releases, TV and radio commercials 
and bill enclosures. We get a kit when 
we buy Alcoa Outdoor Booths.” 









































MEET A NEW MEMBER OF A FAMOUYGM 


= a ore Rome. 


THERMOPLASTIC 
EXCHANGE AREA. 
TELEPHONE CABLE 


FOR AERIAL, DUCT AND DIRECT BURIAL USES 


nc ca in ellison is 


Polyethylene insulation 





Copper conductors 





Exchange Area Telephone Cable, Aerial and Duct Type , — on 
(Supplied with protective aluminum armor and outer >— —— 


polyethylene jacket when intended for direct burial) 


Self-Supporting Telephone Cable 


The controlled craftsmanship and quality of Rural and Urban Distribution Telephone Wire 


Exchange Area telephone cable are typical Interior Telephone Cable 
of the entire line of Phelps Dodge thermoplastic Paper-Insulated Lead-Sheathed Telephone Cable 
telephone wires and cables including: Rubber-Insulated Lead-Sheathed Telephone Cab 


PD-Tel Wire 


“FIRST FOR LASTING QUALITY—FROM MINE TO MARKET 
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UGQMINE-TO-MARKET” LINE... 


Soft annealed copper conductors of highest grade copper from 


Phelps Dodge’s own open pit mines. 


Highest quality polyethylene compounds for insulation and 


jackets assured by top grade materials and Phelps Dodge’s vast 


~ experience in the plastic wire and cable field. 

aan 
Unique “‘lay pattern” that virtually engineers cross talk right 

/ out of the cable. 

4 

fi Electrically continuous aluminum shielding tape. 

a 

- . . . . 
Special non-hygroscopic binder tape of laminated rubber and 
Mylar* that provides superior dielectric strength between core and 
shield, extra mechanical protection to the cabled assembly. 


tM vlar—Du Pont’s polvester film 


(ft) 


on-hygroscopic binder tape Aluminum shield Polyethylene jacket 





re 


: PHELPS DODGE PRODUCTS 


Sab 
SALES OFFICES: Atlanta, Birmingham, Ala., 
9 J Cambridge, Mass., Charlotte, Chicago, 


Cincinnati, Cleveland, Dallas, Detroit, Fort 
Wayne, Greensboro, N. C., Houston, Jack- 
sonville, Kansas City, Mo., Los Angeles, 
Memphis, Milwaukee, Minneapolis, New = 
Orleans, New York, Philadelphia, Pittsbu rgh, 
Portiand, Ore., Richmond, Rochester,N. Y., San 


Francisco, St. Louis, Seattle, Washington, D. C. 
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HY LO N NEOPRENE 


COTTON 


Are you familiar with the features of 
these fine cords? 


NEOPRENE covered cords are a highly serv- 
iceable cord, extensively used in a wide 
variety of services. They are moisture and 
grease proof... easy to keep clean. 
NYLON covered cords are a relatively new 
development in telephone cords. Their fine 
smooth texture makes them the preferred 
cords for switchboard use. They give long 
service. Preferred by operators because of 
their fast, easy handling. 

COTTON cords are in standard use every- 
where. Their fine woven wrap makes them 
very serviceable for all around purposes. 
Take your choice—Neoprene, Nylon or Cot- 
ton. They're all high quality cords made in 
accordance with Runzel high standard of 
quality. We carry a large stock of cords for 
every purpose. 


Our geographical location 
eans QUICK SERVICE, 
Se 


m 


ad Aa 


Y et 
pupil W 


RUNZEL 





Cord and Wire Co. 


1723 W. MONTROSE AVE. 
CHICAGO 41, 1LL. 
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“Voices of The Industry” 


(Continued from page 24) 


ands more at work today than at 
the end of the boom year of 1955. 
Let me point this out also: Back 
in 1949, business fell — off, 


our employment declined nearly 10 


when 


per cent. The story today is nothing 
like that and the reason is simple. At 
that time our earnings were at a low 
ebb. Today we are in better shape 
financially to do the things that ought 
to be done and _ that keeps people 
working. This is a clear illustration 


that financial good 


strength and 
health benefits everyone. 

In 1959 we intend to keep on with 
our modernization program at a nor- 
mal rate. Expenditures for growth 
will be keyed to the prospects ahead 
as carefully as we can gauge them. 
As of this moment it is not possible 
to make a close estimate of total con- 
struction expenditures for 1959. but 
they will probably be in’ the two 
billion dollar range. or close to it. 
and that is a very big program no 
matter how you slice it. 

Qur growth is not automatic. It 
comes from research, development, 
marketing. and door to door sales 
effort. We have increased and inten- 
sified all these. 

The Bell System is spending more 
than $90,000,000 this year for re- 
search and development work 
more than ever before. 

We are doing everything we can 
to shorten the distance between de- 
velopment and design of new and at. 
tractive services. and their introduc- 
tion into use. 

We have more than 6.000 full-time 
salesmen aggressively — selling — the 
business market. This force is grow- 
ing not going down. Sales effort 
is also a regular part of the work of 
many more thousands of telephone 
employes, including those in our 
business offices and our telephone 
installers and maintenance men. 

So we are getting new and improv- 
ed instrumentalities and we are out 
selling them hard. Two examples: 

This vear we are actually tncreas- 
ing the number of home telephone 


extensions sold in proportion to the 
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number of main telephones installed. 

We expect sales forces promoting 
long distance usage to produce some 
$75 million in additional annual rev- 
enue, compared with $00 million last 
year. 

We also think this is an excellent 
time to build our human resources 
for the future. We shall recruit 1.500 
or more college graduates in 1958. 
We are asking many managers at 
higher levels in the organization to 
study some of the possible future 
problems of our business. We are 
training engineers in new. arts of 
communications built around transis- 
tors and related devices. 

Western Electric. our manufactur- 
ing and supply unit. is proceeding 
with an engineering training program 
about equal to running a college with 
2.000 students. It is also developing 
plans to establish an engineering re- 
search center. Let me just) mention 
too that Western Electric this yeat 
will purchase goods and services in 
the neighborhood of a billion dollars 
from other companies. Last year 
Western did this kind of business 
with more than 33.500 firms all over 
the country nine out of ten of 
them small businesses employing 500 
people or less. This vear the facts 
and figures will not be far different. 

To summarize: 

We are going ahead with a big 
program to the limit good judgment 
allows. 

However we do not think we should 
proceed or a “make work” basis. or 
deliberately overbuild capacity. That 
would only make less work for the 
future. 

We think modernizing our plant at 
a normal rate gives the economy the 
advantage of continuous improvement! 
in productivity. 

We are stepping up research and 
development. 

We are intensifving sales effort all 
through the organization. 

We are continuing broad training 
programs, and hiring college gradu- 
ales. 

Finally. we are determined — to 
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Preformed Dead-Ends grip firmly, 
yet jacketing material won’t creep 


There is only one way to efficiently dead-end self- 
supporting cable, C-rural wire and B-rural messenger: 
Apply Preformed Dead-Ends over the jacket. 


Preformed Dead-Ends are precisely designed and 
fabricated to hold firmly, but low unit pressure pre- 
vents undue creepage or cold flow. In addition, for 


“many applications they have a neoprene coating that 


ie 
* 







i tushions the grip yet relieves and distributes stresses. 
‘Preformed Dead-Ends will hold the maximum service 


loads of the conductor or messenger without damaging 
the jacket. When the jacket is weatherproofing, as on 
B-rural messenger, you get full protection by not expos- 
ing the conductor to the elements at any point. 


For more information about dead-ending weather- 
proofed and insulated conductor and messenger, write 
PREFORMED LINE PRODUCTS COMPANY, 5349 St. Clair 
Avenue, Cleveland 3, Ohio. Cable Address: Preformed- 
Cleveland ... in 10 years the leading manufacturer of 
armor rods, dead-ends, Guy-Grip dead-ends, and 
other line accessories. 
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Made in accordance with or for use under U.S. Patent 
No. 2,761,273. Other patents issued and pending. 
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(continued from page 30) 
maintain our financial good health, 
| because only by so doing can we serve 


the country well today and in the 


-_ 


future. | have great confidence in 
the future, but it rests on the con- 
viction that we must. can, and will 
get a proper understanding that ade- 
quate profit is the foundation of pro- 
gress in our free enterprise system. 

{dopted from an address presented at 
the AMA Economic Mobilization 


Conference. 


‘ * 
*Planning”’ 
By F. E. NORRIS, 


Vice President — 





Planning & Development, 
General Telephone System, 


New York City 


A LONG-TERM plan may be said 

to be basic or fundamental. By 
this | mean it furnishes the answe1 
to the question of how big the com- 


pany will become and the rate of 





an sts cs a nh 


growth by whieh the future size will 
be achieved. Certainly it would be 
difficult if not impossible. for ex- 
A minimum of labor is involved in installing WB ample. to lay a plan for recruiting 
Parallel Distribution Wire. It is ideally suited and training future personnel. or for 
for long span construction. The high molecular capital, or any other kind of future 
weight polyethylene jacket is unaffected by 
adverse atmospheric conditions and also 
protects against transmission interference 
caused by tree branches, kite strings and other 
foreign objects falling across open wires. 


requirements without such a basic o1 
fundamental plan. 
It would seem reasonable. there- 
fore. that before an effort is made to 
lay long-term future plans for any- 


thing related to company size and 


WB Parallel Distribution Wire is made to the rate of growth, a basic plan on what 
same high standards of quality that have the size of the business will be should 
maintained Whitney Blake leadership in the eS | 

Independent Telephone Industry. Let us turn our attention for a 


moment to one important considera- 
tion implied in long-term plans 
those extending over a long period of 
years —— say 20. | believe it is safe to 
assume that the goal of such a plan 
is going to be reached by a succes- 
sion of relatively short. distinct steps 
rather than by one long. continuous, 
uninterrupted effort. 

These “steps” in effect are the seg- 
ments or the component parts of the 
long-term plan. They are the realities 
of the present. They affect the pocket- 
book now. They may be required to 


solve specific, current problems as 





they contribute to the long-term goal. 
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F. E. NORRIS 


They provide pressure for the every 
day job. 

Because of these facts of life. the 
direction taken in these segments 
or short-term plans may tempor- 
irily veer off from that laid out in 
the long-term plan. The deviation gen- 
erally would be in extent or timing 
rather than in aim. By this | mean 
that when the long-term plan was 
laid certain volumes might have been 
estimated for certain dates. While the 
over-all estimate might be entirely 
realistic the path to the goal may be 
one of ups and downs instead of a 
smooth curve. This is characteristic 
of growth and to that extent need 
cause no concern. If the deviation. 
however. is from the aim o1 objec- 
tive the plan itself should be re-ex- 
amined. 

Short-term plans designed to co- 
ordinate with long-term = plans give 
rise to a question. Are short-term 
plans a responsibility of the planner ? 
Or does the responsibility for them 
rest entirely within the departments ? 

While different positions may be 
taken on this point, | believe we'll 
have no problem in agrecing that 
whoever takes the responsibility a 
high degree of coordination is. re- 
quired to see that the parts are pro- 
perly related to each other and that 
each is completed) substantially on 
schedule. Without this coordination 
waste is sure to follow. 

| am inclined to the view that the 
planner does not belong in the short- 


term of implementing phases of the 


GREATER ALARM PENETRATION FOR ALL 
EXPOSED AND NOISY LOCATIONS 


KELLOGG Loud Ringing Bell 





For schools, manufacturing plants, boiler plants — any ex- 
posed or noisy location requiring a loud warning signal — 
the new Kellogg Code 75 Loud Ringing Bell offers greater 
indoor or outdoor alarm penetration for necessary attention. 


Tested and proved under all line conditions, the Kellogg 
Loud Ringing Bell is fully compatible to all types of circuits. 
it can be used on the same circuits with high impedance 
ringers without creating line unbalance, and is available in 
harmonic, syncomonic, and desomonic frequencies, as well 
as superimposed straight-line ringers for every type of ap- 
plication. The entire unit is protected by an attractive rust- 
proof and weatherproof cover and can be easily mounted 
anywhere with only two mounting screws. 


Ask your Kellogg representative for complete information. 


KELLOGG 


KELLOGG SWITCHBOARD AND SUPPLY COMPANY 
A Division of International Telephone and Telegraph Corporation 
6650 S. Cicero Ave., Chicago 38, Ill. 
Telephone: POrtsmouth 7-6900 
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NOW — nasa ————————* 
authoritative handbook 







How to measure 


and control noise 


human, medical, technical 
and legal aspects 







Here is practical help 
on every aspect of noise 
and its control 

from the measurement 
of noise and its effects 
on human health and 
efficiency to noise con- 
trol techniques and 
legal aspects of noise 


problems. 


this book gives you practical information 
on the effect of noise on people, on select- 
ing both appropriate and econemical noise 
control techniques, and on evaluating the 
effectiveness of various control measures. 
It covers the physics of sound and human 
hearing, acoustic theory, instrumentation, 
the abatement of specific noise sources, 
and other aspects of noise control. Pro- 
fusely illustrated with charts, graphs, 
and tables, the handbook guides you in 


solving a wide variety of problems. 


Just Published 


Handbook of 
NOISE CONTROL 


Edited by Cyril M. Harris 
Associate Professor of Electrical Engineer- 
ing. Columbia University 
1053 pages, 6 x 9, 763 illustrations $16.50 


You will find here the contributions of 46 
experts from every area of noise research. 
They cover fundamentals, practical engi- 
neering techniques, and = provide useful 
data on bow noise affects the efficiency of 
men. no hearing and communication, on 

, the »yroblems — of 
This work of spe- : P 5 
ae Vibration and its 
cialists puts at your 
control, and on 


fingertips a wealth . ; 
the use of various 


of information — . 
materials and 


scientific and tech- : 
methods in con- 


nical data, medical J . 
pegea. trolling industrial 
findings, and legal 

Howse, 
precedents concern- 
ing noise and its ef- 


fects. 


Educational Division 

Telephone Engineer Publishing Corp., 
7720 N. Sheridan Rd 

Chicago 26. III 


Please s« me Harris’ Handbook of Noise Con- 
trol. M check for $16.50 is attached 


Name 

Address 

City Zone State 
Company 

Position 


Prices Aprly te U. S 


PRINT | 
| 
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long-term plan for which he might 
have been responsible. If short-term 
plans concern complex _ situations 
which can easily get out of step then 
maybe someone outside the operat- 
ing departments should be given the 
responsibility to see that the several 
interrelated short-term plans move to- 
gether and in harmony. 

So much for “short-term” plans. 
After a long-term plan has been ac- 
cepted, after the “goal” has been set. 
the president and his staff naturally 
will want to know from time to time 
the progress being made. They will 
want a report particularly with re- 
spect to a basic long-term plan and 
probably, although not necessarily. 
with respect to most subsidiary long- 
term plans. 

It is easy for a busy departmental 
administrator to become so engrossed 
in current problems that he allows a 
long-term plan set months ago or 
maybe years ago to become side- 
tracked. This is all the more likely 
to happen if changes in key person- 
nel occur. With this being nothing 
more than realism, it may be desir- 
able that some one person in the or- 
eanization, as was just suggested for 
short-term plans. be charged with the 
responsibility of keeping an eye on 
all the activities related to a particu- 
lar long-term plan and to see that it 


is kept on the track. that if revisions 


are necessary they are made orderly 
and with all knowing about them. 
The assignment of this responsibility 
might include periodical progress re- 
ports. 

Ill just take a moment to sum- 
marize these comments and their im- 
plications. There must be better ways 
of doing things than as we've always 
done them. Too, there must be new 
opportunities which can be found and 
developed by a competent person with 
time to think. The underlying pur- 
pose of formalized planning is to do 
a better job, notably in profits. A 
“plan” which meets this test may fall 
by the wayside if the case for it is 
not clearly and carefully presented. 
It must be accepted by all officials. 
from the president down, as setting a 
reasonable goal. 

| believe it will be noticed that the 
thread of thought running through 
these comments is that the Planning 
Department in a company should be 
small. | have no suggestions how 
small it should be but do have this 
thought: If the planner is going to 


“think” 


meaning weve given the word here. 


have time to within the 
he must be free of the problems in- 
herent in directing even a moderately 
large department. {dapted from a 
paper presented at a recent seminar 
of the American Management Asso- 


clation, 


“The Need For Improved Earnings” 


By EDWIN M. CLARK, 


President, Southwestern Bell Tel. Co.. 


St. Louis, Mo. 


ANI confident we'll meet the chal- 

lenge of growth in the future as 
successfully as we met the challenge 
of growth in the years after World 
War Il. I'm confident. that is. if we 
take care of certain problems in our 
industry that need attention now. 

One of the problems is the need 
for improving earnings in the tele- 
phone business. This is basic to all 
others. basic to the business itself. 
For if we don't get good earnings 
a fair profit we wont be able to 
meet the needs of the public. 


A number of the Independent com- 
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panies have been pursuing a policy 
of getting their rates up to more rea- 
sonable levels. A lot has been ac- 
complished, but a lot more still need 
to be done. 

For if companies don't get their 
rates and earnings up. they ll go un- 
der. Low earnings mean poor service. 
Low earnings mean the deterioration 
of your plant. the downfall of youn 
business. 

But the public won't stand for that. 
The public wants good service and it 
wants all of us to provide it. So it’s up 


to us to provide the service the public 


MANAGEMENT 


always install 
C&D PlastiCal’ 


Why? Because C & D PlastiCal" batteries are 
the most advanced-design batteries of the 
last 50 years. 

PlastiCal lead-calcium alloy grids are com- 
pletely free from the harmful life-shortening 
effects of antimony found in conventional tele- 
phone batteries. By comparison, a C&D 
PlastiCal requires from 1/10th to 1/100th the 
current to maintain itself in a fully charged 
condition. Thus, frequency of water additions 
is drastically reduced. 

A PlastiCal in the battery room means you 


can check the electrolyte level by glancing at 
the clear plastic case. Patented, exclusive 
C&D Saftee-Vents reduce maintenance by 
serving as always-ready, efficient funnels for 
temperature and hydrometer readings —with- 
out removing the vent. 

If you need telephone batteries—a C & D 
representative or your telephone equipment 
supplier will be glad to explain the many ad- 
vantages gained by installing C & D’s premium 
telephone battery —PlastiCal. Call him today! 


For details, write for descriptive Bulletin 





€: 





BATTERIES, INC. 


of Conshohocken, a. ae Attica, Ind. 





SINCE 1906 


SALES AND SERVICE OFFICES IN PRINCIPAL CITIES FROM COAST TOCOAST 
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Manufacturers of Slyver-Clad ®) Industrial Batteries e and \ PIASHCATE « Batteries for Communications, Control and Auxiliary Power 


~ 





wants. We can prosper only if we 
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e provide good service. 
WHITNEY BLAKE te | want my company to prosper, of 
Li a course, and I’m interested in seeing 
independent companies prosper, too. 
The entire telephone industry can bet- 
ter serve the people of Kansas and 
Missouri . . . and the rest of the 
country, too... if each of its com- 


ponent parts is prosperous and 


ABRASION RESISTANT 


TELEFRAME 


JUMPER AND DUCT WIRE 


strong. 







The telephone business is no dif- 





ferent from others in its needs for a 





fair profit. That sounds obvious. But 
I 





is it? Some people have the idea 
that a utility can be starved to death. 
vet they willingly with complaint 

pay the prices manufacturers place 
on their products. 


Let me give you an example of a 


| 
i 
i 


starving utility the telephone com- 

pany in Brazil. A friend of mine. 

& ) Walter Prehn whom many of you 

i probably know is now a consult- 

j ant for the Brazilian Telephone Coro 

pany. He described some of the Bra- 

zilian companys conditions in a_re- 

| TELEFRAME Jumper and Duct ea Wa 

e said current rates in’ Brazil's 

Wire has these many two largest cities are about $2. for 

added advantages: business and $1.65 for residence serv- 

© Excellent resistance to abrasion. ice and | mean straight line sery- 

ice. There are no party lines in Bra- 

e Easy to pull even through old zil. Sure. the rates are low. But is 
corroded ducts. this good? 








: : A bsolutel ot. Because the tele- 

e High compression strength. Pee re ee ne oe 
phone company is being starved by 

e Unaffected by humidity. inadequate rates, it can’t meet the 


public's demand for service. Why. 


¢ Superior insulation resistance. 
P there the 329.000 held orders! Only 


e Non-fading color coding. with adequate rates can a compatiy 
provide the public with the service 
¢ Cannot fray. 
it wants and needs. 

| think you will agree that our sit- 
uation is somewhat better in- this 
country. But the problem does exist 
here. Pm not blaming the public. lm 
blaming the telephone industry for 
not telling its story any better. How 
did the idea get started anyway that 
6 to 7 per cent was a fair return for 
the telephone business? Why has the 
telephone business gone along with 
the 6 to 7 per cent theory? What's 
sacred what's right about 6 to 
7 per ecnt? 

| say nothing. absolutely nothing 
Six to 7 per cent were figures picked 


by regulatory bodies in a day when 
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EDWIN M. CLARK 


costs were a good deal lower and 
in a day when relatively stable prices 


were probably the chief monetary 


and fiscal goal of the Federal Gov- | 


ernment. 
But in a period of continuing infla- 
tion, 6 to 7 per cent just won't do. 


There’s talk in governmental circles 


about the virtue of stable prices. But | 


there’s been more talk than action. 
Prices have continued to rise even 
during this business recession. 


The steps being suggested and tak- 


en to improve business and reduce 


unemployment carry with them, as 
you folks well know. the seeds of 
future inflation. 

I’m afraid this is a pattern for the 
future: Inflation over the years. What 
can we in the telephone business do 
if the industry is not to be seriously 
weakened by inflation ? 

Simply this: Get our earnings up. 
Try to keep earnings in proper bal- 
ance with higher costs. We can hard- 
ly stop inflation by ourselves. We can 
do what we can by increasing produc- 
tivity. But the Federal Government, 
through its monetary and fiscal poli- 
cies. has more power than anybody 
else to deal with inflation. 

How much should the telephone 
business earn? Before I answer that, 
let's look at what manufacturing in- 
dustries in Missouri and Kansas earn. 

The average earnings of industrial 
companies in Misouri was 12 per 
cent in the post war period. And in 
Kansas, 12 per cent. Why should 


there be a spread of 6 per cent in 





ee 


Get the facts and you'll get the 


BOOTHETTE™ 


Used thru-out the United States from coast to coast in 
Canada and Cuba. 


PHONE OR WRITE TODAY FOR COMPLETE FACTS. 


1. 10 Page typical location and installation booklet. Spells out 15 
important facts about any coin telephone installation. Details 
8 drive-up and walk-up locations with photos of installations. 
Has photos of an additional 6 installations. 


2. 8 Page Brochure. Gives complete specitications on the BOOTH- 
ETTE. Details all installations instructions, including wiring, 
grounding and mechanical. Complete ordering information. 
Shows 4 installations. 


3. Price List. 
4. List of cities where BOOTHETTES now installed. 
5. Actual revenue figures. 





Trolley turn-a-round $264.80 first 30 Days 
$800.00 Savings A Good Record Anywhere 





Private Property Shopping Center or 
Adjacent City Sidewalk City Sidewalk 


THE BOOTHETTE DOES NOT REQUIRE A SPECIALLY 
MODIFIED TELEPHONE. 
Only the See-Thru clear plastic of the BOOTHETTE sells coin tele- 


phone usage from all directions, has adequate lighting and 
signing built-in and is so maintenance free. 






*D-+ 


Write or order thru your supplier or direct. 


GLADWIN PLASTICS, INC. 


165 Courtland St., N. E., Atlanta 3, Ga., JAckson 5-5384 
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PORCELAIN PRODUCTS 


TELEPHONE INSULATORS 


..» The RELIABLE Line 


Telephone industry acceptance has 
proved Porcelain Products . . . the 
reliable line of telephone insula- 
tors. Porcelain Products assures 
unvarying uniformity . .. strength 

. . precision manufacture and 
rigid inspection—always depend- 
able. A complete line for every 
application. Keep your service 
standards high—with Porcelain 
Products’ telephone insulators. 
Backed by 60 years experience 
producing porcelain insulators. 
Ask you jobber or write us direct. 





Porcelain Products, tae. 


CAREY, OHIO 





Subscribe Now 


If you are not a regular reader 
of TELEPHONE ENGINEER AND 
MANAGEMENT you will prob- 
ably wish to place yourself in 
position to receive your own 
personal copy of each issue. . . 
24 big issues that will be of help 
to you every day throughout the 
year. 


1 Year-24 Big Issues - $4.00 


TELEPHONE ENGINEER & 
MANAGEMENT 

7720 Sheridan Road 
Chicago 26, Illinois 


Please send TELEPHONE ENGINEER 
& MANAGEMENT to me for 1 year. 


Name (Please Print) 
Company 


Street Address or Box Number 








the earnings of manufacturers and 
the telephone industry? There’s no 
good reason for it. Telephone earn- 
ings simply are being unfairly regu- 
lated down. 

Manufacturers earn what competi- 
tion allows them. I say earnings of 
the telephone industry should be the 
same as allowed by competition where 
business risks are comparable. 

This makes sense. After all. regula- 
tion was set up as a substitute for 


competition. Why. then, if we are 


be specific. | mean earnings of at 
least 8 per cent. 

With 8 per cent earnings the tele- 
phone industry can compete for the 
hundreds of millions of dollars need- 
ed in years to come to build tele- 
phone plant in Missouri and Kansas 
and the rest of the country. Remem- 
ber. we compete for capital with 
other industries unregulated in- 
dustries industries earning 10, 
even 15 per cent. 


Earnings of at least 8 per cent 





“Earnings of at least 8 per cent will give the best long run assurance of excel- 


cellent service at the lowest possible price... 


living under a substitute competition, 
should we earn less than competition 
itself allows? 

In prosperous times telephone earn- 
ings can be a little lower than un- 
regulated industry because of a bet- 
ter stabilized business. But telephone 
earnings are volatile, too. 

The degree of risk in the telephone 
business increases year after year. 
The big reason is that we are offer- 
ing more and more optional services, 
in addition to basic telephone service 
because people want and need them. 
But what happens when hard times 
hit? Well. 


readily discontinue the optional fea- 


customers much more 
tures rather than their basic tele- 
phone service. 

As the degree of risk rises and as 
inflation goes on, the telephone in- 


dustry needs better earnings. Let me 


ss 


will give the best long-run assurance 
of excellent service at the lowest pos- 
sible price. With good earnings tele- 
phone companies can provide top- 
notch service at rates lower than they 
otherwise would be. 

These are facts facts turned up 
in a comprehensive, nationwide study 
of American business. This study 
showed that electric and gas utilities 
which earn relatively well give as 
good or better service — and at low- 
er rates on the average — than those 
which earn poorly. And it showed 
that telephone rates of Bell compa- 
nies are lower on the average in states 
where earnings are better than aver- 
age. 

This study showed how wrong an 
idea may be . that low earnings 


mean low rates. The reason is simple, 
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30 Day Free Trial Oftert 


The All New Terminating 
Board Model TBZ 


for use with the Murphy Cable Tester 


We'll gladly send one TBZ Terminating Board 
to each division or area for a 30 day free trial. 
No obligation! If you don’t see that the fabulous 
TBZ will save you money, save hours of time, is 
simpler to use, and has a wider variety of uses, 


send it back in 30 days and there will be no charge. 


TBZ's construction uses only ten 
standard binding posts insteac of 20 special ones 

. ten slots instead of 101 holes as in standard 
tag-boards. No holes to thread wires through. Lay 


them speedily in ten clearly numbered slots. 


simplified 





USE TELEPHONE ENGINEER AND MANAGEMENT'S 
CLEARING HOUSE 
To locate workers—jobs, merchandise 
A small ad covers s the field 


125 Beautifully Furnished Guest 
Rooms and Housekeeping Suites 
o-.Plus every luxury feature 
your heart could desire—for 
the whole family! 


Write for free color brochure, 
see your travel agent, 
or phone 
Chicago Office—CE 6-2143 
(call Miss Mann) 


just for the fun OF it. 


vacation at the 











Only $25 each. Greater savings when ordered 
in quantities. Write for additional information on 
the TBZ as well as a complete brochure of all 


Murphy products for the telephone industry. 


MURPHY 


ENGINEERING LABORATORIES, Ine. 


4419 Tulsa Houston 24, Texas 








Type''R” 
Acco Wr ight rk 
Quality a 
ear IS 
double strand 3000-Ib. pull 


was) 
—¢ Pa 


* ay & 14-foot single strand 1500-Ib. pull 















5-foot 







Weigh less than 9 pounds 


Sturdy - Light - Safe - Economical 


Here aresome of the fine features of WRIGHT Type ‘'R” Pull-A-Way: 
Drop forged ductile aluminum alloy frame e Wire hoist 
cable of maximum strength and flexibility e 8” minimum 
handle movement —for close hook-ups e 2” drum hub for 
cable e No oiling needed e Drop forged steel hooks e Re- 
movable, reversible ‘Safety Handle’”’ that bends before 
any part of hoist is overloaded e Automatic load lowering, 
with positive control for safety e No slipping brakes e 
Low first cost e Simple, rugged repair parts easy to install 
...factory service never required. 
Write our York, Pa., Office for Bulletin DH-521A for full story 


agco 
AMERICAN CHAIN & CABLE 


x York, P., Atlanta, Chicago, Denver, Detroit 
mek Ww’ ) 7 Houston, Los Angeles, New York, Philadelphia, 
Pittsburgh, San Francises, Bridgeport, Conn. 


Wright Hoist Division for 
Better 








Values 
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How to design 


ELECTRONIC 
CIRCUITS 


Practical handbook 

gives you... 

@ Clear explanations 
of basic theory 

@ Applications of 
theory to real de- 
sign problems 

@ A wealth of needed 
design data 






THIS handbook of fundamentals and 
data will help you in the design of all 
types of electronic equipment. A_ large 
number of the circuits used in many dif- 
ferent applications is covered, together 
with theoretical and technical discus- 
sions and explanations, design examples 
to show application of theory, and graph- 
ical and tabular data needed in dav-to- 
day work. The entire electronic field is 
covered, ranging from vacuum tube and 
transistor fundamentals, voltage and pow- 
er amplifiers, to such topics as compu- 
ter and servo-mechanism — techniques, 
waveform and network analysis. 

The aim throughout the beok is to 
present detailed, practical design data in 
a clear and concise manner. The book 
covers many topics at great length, and 
the treatment of sev- 
eral subjects, such as 
receivers, is not only 
unusually complete, 
but by far the clear- 
est explanation of 
the essentials of the 
particular field 
available to the engi- 
neer or designer. 


ELECTRONIC 
DESIGNER’S 
HANDBOOK 


COVERS: cathode 
ray tubes;  transis- 
tors; high and low 
frequency compensa- By Robert W. Landee 
tion;  grounded-grid 
amplifiers; phase in 
verters; d-c ampli- 
fiers; pulse modula- 
tion; microwave os 
cilletors; AM detec- 


Potter Pacific Corp. 
Donovan €, Davis 


Gilfillan Bros., Inc. 


tors; bistable multi- 
vibrators ; 
oscillators ; 


blocking 

Saw-tooth 

generators ; special and 
magnetic-circuit com- 
ponents ; gas-tube 
voltage regulators ; 
amplitude equalizers; 
analog computers ; 
microwave radiators; 
spectra of sampled 
systems: network ge- 
ometry; netwerk al- 
gebra; plus addition- 
al coverage on a 
variety of subjects 
too numerous to list. 


Albert P. Albrecht 


Gilfillan Bros. Inc. 


1016 pages, 6 x 9, “82 





illustrations, $16.50. 
——————— 
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Nducational Division | 

TELEPHONE ENGINEER & MANAGEMENT 

7720 N. Sheridan Road, | 

Chicago 26, Illinois 

Send me ‘Electronic De- | 
herewith 

my check covering the cost of 


| 
| 
| 
| $16.50 each 
| 
L 


copies of the 


signers’ Handbook.’"” Am sending you 


copies at 
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Name 

Address 

SIMs arb aces ' Zone 
Corapany 

Position 
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very obvious to those who will simply 
open their eyes to see. 

With good earnings, you can op- 
erate your business efficiently and 
economically. You can work and plan 
ahead. You can justify long-range 
planning, training and research. You 
can spend money in one year if it 
will bear fruit two or three years 
later. You can spend this money even 
if it depresses earnings the first year. 

But, if earnings were poor, what 
would happen? You can imagine 
yourself what would happen or you 
may have been unfortunate enough 
to know from first-hand experience. 
Hand-to-mouth, 


day-to-day opera- 


tions that’s the way youd be 


forced to run your company. En- 
gineering and construction in_ bits 
and dabs. Double work, shorter plant 
life, additions later on and higher 
and higher costs. 

You can see what this would mean: 
Higher rates for telephone users. Cus- 
tomers pay the penalty for a com- 
pany forced by poor earnings to op- 
erate inefficiently. But customers have 
a hard time understanding that good 
earnings mean rates lower than they 
otherwise would be. 

Maybe we can get our story across 
to them with an example an ex- 
ample of a cable job. I'd like to tell 
you about it... and urge you to tell 
it every chance you get. Take a small 
piece of cable. Now think of a new 
subdivision going up. 

This subdivision needs a 200-pair 
cable right now to serve the first 
families that have moved in. But it 
looks as if this subdivision will really 
catch on . . . will grow, with big 
shopping areas and more and more 
houses. Say in five years the area will 
be big enough to require lines for 
some 500 homes and business — lines 
that could be provided in a big 600- 
pair cable. 

If the 


scratching bottom on earnings, it will 


telephone company _ is 
put in the 200-pair cable because it 
can’t afford to put in the big 600- 
pair one. Then, later on, it will have 
to go back and put in another cable. 
You see the waste two cable jobs, 
two engineering jobs, two construc- 
tion jobs, double maintenance, 50 per 


cent more taxes. 


ENGINEER & 


But if earnings were good, you 
could put in the 600-pair cable right 
now. You could do it even if it cost 
you more at present. You could do 
it because it would mean savings 
over the long pull. And savings such 
as these help keep telephone rates 
low. 

We know a boom is coming in the 
1960’s. With good earnings now, the 
telephone industry can start getting 
ready now for the boom — make our 
central office buildings larger than 
present needs require so they can 
handle future demand, put in larger 
cable, provide more long distance cir- 
cuits. But if we’ve got to scrape along 
and can’t pro- 
then the 


from year to year 
vide for future demand 
future telephone ratepayers will be 
penalized . . . because their rates 
will be higher than they would be if 
good earnings now permitted us to 
plan for the future. 

I talked about inflation before. It’s 
the main reason for worrying about 
what the future will do to erode the 
dollar. Some economists expect infla- 
tion of 2 or 3 per cent a year for 
years to come. Others think it will 
be about 114 per cent a year. 

Regulatory bodies will have to 
keep pace with the times to allow 
utilities to keep abreast of this infla- 
tion. And Missouri has certainly made 
a step in the right direction to take 
inflation into consideration in fixing 
utility rates. 

The decision of the Missouri Su- 
preme Court last December was im- 
portant. The court ruled that the Pub- 
lic Service Commission must consider 
the present cost of utility property in 
fixing rates. The court said the com- 
mission must use the fair value of the 
utility property in determining the 
rate base. 

This is only right and reasonable. 
Using original cost in fixing rates is 
completely unrealistic . . . everyone 
knows that costs today are far greater 
than they were in years past. Regula- 
tion without considering present costs 
The 


value approach to regulation is ne- 


could mean confiscation. fair 
cessary to offset the evils of infla- 
tion. — From a paper presented at 
the 1958 convention of the Missouri 


and Kansas Telephone Association. 


MANAGEMENT 


snsmeanaed RE eee + 


ME. The weather’s 


CABLE 


Available in conductor sizes - 
19, 22 and 24 AWG... 6 to d Wa S er eC Insl e 
909 pairs. Paper-taped con- 

ductors, with 1% antimony- 


lead sheath, and with addi- 


tional protective coverings ; : 
for special requirements. y oe ing & ep one a e 


Get free fact books on Roebling 

Plastic Telephone Cable and Roeb- 

a ling Paper-Lead Telephone Cable 
PLASTIC TELEPHONE [eae from Kellogg Switchboard and Sup- 
CABLE ply Company. Or write Electrical 

Wire Division, John A. Roebling’s 


Conductor sizes 19, 22 and Lh aa . 4 
°4 AWG... from 6 to 404 Ma Sons Corporation, Trenton 2, N. J. 


pairs. Light weight permits 


smaller messengers, longer { : ee ay eS io 4 ae | «> 


spans. Conductors are poly- 
ethylene-insulated; sheath is 


“ae poly- Branch Offices in Principal Cities é2 
Subsidiary of The Colorado Fuel “i 


and Iron Corporation 
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Designed for future expansion, this 250 foot 
tower is equipped with ring mounts that 
permit precision orientation . . . allow addi- 
tional dishes to be installed with less work 
and less cost. 





Building in a crowded downtown Iccation required a special self-supporting tower. 
This Blaw-Knox tower was built to withstand high winds common to the area. 


Keeping pace with the times, the General Telephone Company of the 
Southwest turns to microwave to extend service, simplify future growth 
and lower circuit costs. In bringing microwave service to 16,000 of its 
250,000 telephones, this progressive company relies on Blaw-Knox towers. 

From Texas to North Carolina, from Florida to Ohio, these efficient 
microwave towers are paying off in the nation’s most modern com- 
munication systems. Backed by over 40 years of tower experience, 
Blaw-Knox designs to established specifications, builds to meet individual 
requirements. By consulting skilled Blaw-Knox engineers you are 
assured of towers that best meet your present needs and can allow for 
future expansion. 

Blaw-Knox’s Microwave Tower Booklet covers the outstanding oper- 
ating advantages of microwave, and outlines a complete service that 
ranges from tower design through fabrication and erection. Write for 
Booklet 2538 today. 


Microwave Towers—Guyed and self-supporting towers for Micro- 
wave, AM, FM, TV, Radar, Communications . . . Transmission Towers 
..- Parabolic Antennas. . . Special Structures. 


BLAW-KNOX COMPANY 


B LA W ; KN 0 X emmenve iiss 











AUUTULUOECOEEEE DES EATEEREUEECEEREEOE OCCU CEE CEEPEREEA CED ETEE DES TE EDE DER DE CRETE REECE EEDER DETER CORTE CEEDECEEDETEEUEETEEEEDEE TE EU SEE REREA DE EEEEEETEEEEUDETEE DED ET OS TROTEEEEDEL EET REREAEEUEEOOOREDEETELEREEEEAEU EEO EUEEEOCOOUEEEEOEUORECEORS EUEDEADEEEDEGEESECDEOEEEEGERTEUCECEECEOOECEOCEEECEPOCEEOERCECOUC ERO CU COR EOOnEOERoORD 


—_-- EDITORIAL———— 


COUPEE REAR RU AT EEU TUES RSEOESCOORTEEOROTUROROROSOEL: — GEOERERDULOGUDEDEREEOEUEDOUEUEOAUEOEOEUEOEOECEGUETCECEOOGEOEOEOEOEOROROROAIEOEOEOEOOEOED 


“(rood Pattern To Follow” 


~’ AST MONTH our good neighbor, the Illinois 
Bell Telephone Co. did a job we believe all 
telephone companies should do several times a 
year. Briefly, that job concerns itself with a com- 
pany telling its customers its policies, its obliga- 
tions, and what it is doing to meet and carry 
out those requirements. 

Illinois Bell set a good pattern for the perform- 
ance of that job when it published an advertise- 
ment in Illinois newspapers which effectively 
told the public its objectives and the principles 
which guide the company’s efforts to meet those 
objectives. 

The ad, carrying the photo of a young lad 
using his toy telephone asked a question — “Who 
runs David’s telephone company?” and answered 
that question by saying — “Only David — and 
his imagination . . . His telephone works just 
fine without shareowners, employes, or manage- 
ment... But when he grows up he will be con- 
cerned with how the real telephone company is 
run. He may be a user, a shareowner, an employe 
— or even all three.” 

From that question and that answer, Illinois 
Bell’s President, Bill Kahler, proved his belief 
that it is not enough to have good, sound com- 
pany policies — the public must be reminded 
constantly of that fact. 

Bill Kahler did this job in the text of the ad 
when he explained, “I'd like David and all other 
future customers — and especially our present 
customers — to know how we feel about our 
responsibilities” and listed the following objec- 
tives and principles which guide his company’s 
efforts. — 

“1. Provide our customers telephone service of the 
highest quality usefulness and value, measured by their 


standards. 
“This we accomplish by having the economic strength 
to deliver it efficiently and promptly — and always with 


friendliness and respect for the dignity of the individual. 
“2. Meet our obligations to investors whose savings 
build our business by earning a profit satisfactory to 
them, realizing that it is the mainspring of all our 
activities. 
“This we accomplish through experienced telephone 
people and leadership motivated by economy, integrity 


and a long-range progressiveness. 


**3. Deal fairly with our employes. 

“This we accomplish by paying our people good wages 
measured by community standards, training them well in 
their jobs, providing them with safe tools, and giving 
them the help and freedom of opportunity to advance 
to whatever level their initiative, abilities and self-develop- 
ment wilj take them. 

“4. Be a good citizen wherever we serve. 

“This we accomplish by accepting our full share of 
leadership in civic affairs and of social responsibility, 
knowing that the good results of these activities flow 
through the community to our employes and eventually 
back to the company.” 

It would take a measuring stick larger than we 


possess to properly measure the job accomplished 
by Illinois Bell’s recent ad. But we believe its 
frank statement of how the company views its 
responsibilities and how it works to meet those 
responsibilities, actually represents a story more 
telephone companies should be telling their 
publies. 

We say this because we believe that today, more 
than at any time in the past, the public has the 
industry under close scrutiny — it compares the 
quality of telephone service in one locality with 
the quality of service in other localities, and often 
it weighs the policies of the telephone company 
against the policies of other concerns with which 
it does business. 

The records of the past and the present prove 
that the telephone company which furnishes 
reliable service, which takes an interest in the 
service problems of its customers, and which can 
generate within those customers the feeling that 
the company is sincerely striving to do its best to 
serve their needs gains an important by-product 
— customer loyalty. 

It has been our experience that such loyalty 
builds itself faster when customers realize a com- 
pany knows its obligations and is working at the 
job of meeting them. 

That’s why we picked the Illinois Bell ad as an 
example of a message more industry members 
could use to stimulate and maintain in the minds 
of their customers a well founded faith in the 
company’s ability to meet the needs of today and 
the future ... It was and is a good ad. We hope 
there will be more like it. 


(The foregoing editorial, although copyrighted, may be reprinted in whole or in part 
without charge, provided credit is given this publication and a copy of such reproduc- 
tion is filed with this publication. This legend need not appear on the publication.) 
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@ EXCLUSIVE EYE-APPEAL...With the No. 121 Cordless 
Switchboard by Stromberg-Carlson you give commercial 
subscribers the only modern style cabinet of its kind 
in the industry -- as well as complete PBX service. 


Its beauty graces any office. It lets secretary or 


clerk double as operator. Our No. 120 cord-type model 





is exclusive in its class, with all operating advan- 


tages plus the smartest modern styling. These switch- 


boards boost your revenue by helping you replace old 


PBX's. For details consult your Stromberg-Carlson 


representative. 


STROM BERG-CAR LSON A DIVISION OF GENERAL DYNAMICS CORPORATION 
S-C | GD 


ELECTRONIC AND COMMUNICATION PRODUCTS FOR HOME, INDUSTRY AND DEFENSE 





© 1958 Gould-National Batteries, Inc. 


STRIKE HARD at today’s high operating costs 
... specify gould batteries 


America’s Finest! 

GOULD PLANTE 

The Aristocrat of : : . 77 : 
DietinnnMiibiadéa HT year in, year out—with Gould Batteries. Why? Because there’s a cost 


You can be sure of lowest battery costs and highest operating efficiency 


reducing benefit behind every feature, of every battery in the Gould line. 
That’s why it pays you to standardize on Gould. Call your local Gould 
representative for details. He’s listed under “Batteries. Industrial” in 


the Yellow Pages. Gould-National Batteries, Inc., Trenton 7. N. J. 


Always Use Gould-National Automobile and Truck Batteries 
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In 1957 businessmen spent over 

$300,000,000 to advertise their 

products in Bell and Independent 
telephone directories. 


ID) YOU know that last year business men anxious 

to advertise their products spent more than three 
hundred million dollars to buy space in the Yellow 
Pages in Bell and Independent telephone directories ? 
Lets put that three hundred million dollars into per- 
spective:— it is almost twice as much revenue as all 
of the Independent telephone companies in the United 
States showed for toll revenue for the year 1956. 

The telephone industry is spending thousands of 
dollars for promotional advertising that sells addi- 
tional extensions. We see ads in color in national 
magazines; we see television spot “plugs:” we see 
hill stuffers; we see newspaper advertising: we see 
vehicle and business-office posters. All of these avenues 
and more are used to place another telephone in a sub- 
scriber’s home with the belief that it means additional 
revenue to the telephone company. 

Now. I do not say the sale of extensions should be 
de-emphasized, but it is my belief that many an Inde- 
pendent telephone man is overlooking another source 
of revenue which will yield him more than his exten- 
sion telephone development and will make that yield 
at far less maintenance, worry and concern. That 
source is a telephone directory which properly sells 
Yellow Page advertising. 

This can be a profitable business. For example. with 
the Sunland-Tujunga Telephone Company revenues re- 
ceived from 1957 Yellow Page Advertising exceeded 
revenues received from business and residence exten- 


sion telephones! 


"Mr. Stacey is vice president and manager. Sunland- 


Tujunga Telephone Co., Sunland, Calif. 


By ALLEN R. 





How We Boosted 
Telephone Directory Revenues 


STACEY * 


If you want to boost directory revenues — ob- 

tain first class professional assistance, use the 

seven sources of directory revenue described by 

this article, take a personal interest in the can- 

vas, advertise the advertising, measure your re- 
sults, and collect your revenue. 


These were the figures: 


1957 Net Revenues 


Extension Revenues: 
Business Extensions 
Residence Extensions 


$ 5,700 


14,000 $19,700 


Directory Revenues: 
Gross Billing 
Less: Cost of Production 
(14,000 copies metro- 
politan type direc- 
tory with 984 alpha- 
betical pages) 


71,700 


16,000 25,700 


Per cent by which directory 

revenues exceeded extension 

revenues 30% 
We can see that advertising revenues exceeded ex- 

tension revenues by a considerable margin, but this is 


before annual charges on the extension development. 


Compare Extension Net With Directory Net 

ABLE I draws a comparison between net earnings 

before income taxes for each of these classes of 
telephone service extension and directory. Look and 
you will see that 1100 Yellow Page accounts produced 
net earnings before income tax of $25,700 while 1400 
extension stations were earning only $9700 and _ this 
was with a metropolitan type directory that required 
alphabetical pages in the ratio of one white page per 
10 company stations (984 alphabetical pages) because 
of heavy Extended Area Service development and 
long dialing range. 

In addition to making a generous contribution to 
profits the directory represents the telephone com- 
pany in at least one-third of the subscriber’s total 
telephone picture. 

There are three things that normally the telephone 
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subscriber sees: the handset telephone instrument, the 
telephone directory and the telephone bill. These are 
the three pieces of communications equipment that 
enter the subscriber's home and yet many telephone 
operating men forget that the telephone directory be- 
lengs to them, that it is copyrighted by the tele- 
phone company and that telephone management owns 
and controls the directory. 

Just as we take pride in the calibre of service and 
workmanship displayed by our telephone instrument 
we should take interest in the quality and accuracy 


of the service our telephone directory provides. 


Directory Quality 
HE QUALITY of the directory should be of the 
highest nature. Four yardsticks may be used to 
measure the quality: accuracy, revenue production, 
service and appearance. 

Accuracy :—FErrors in the directory should be not 
in excess of the Bell System objective of .15 errors 
for each 1000 listings and .30 errors for each 1000 
classified advertising items. Directory errors cannot 
be corrected until the publication of the next directory, 
usually after a lapse of one year. 

Revenue Production:—In an automatic exchange 
with good foreign book development. directory revenue 
should average $5.00 per station per year and should 
be growing toward $10.00. 

Service:—In addition to displaying alphabetical 
listings, directories should provide a complete Yellow 
Page service for directing the public to sources of all 
types of purchases. 

Appearance:—The design and appearance of the 
directory should be such that the subscriber is pleased 
when he looks at it and is happy to display it near 
his telephone. Recent developments in effective use of 
photographs and simulated cloth finishes on directory 


covers are enhancing directory appearance. 


Who Sells The Advertising? 
HE QUESTION is sometimes asked “Should the 
telephone company employes or other local towns- 


people sell the Yellow Page advertising?” My answer 


TABLE TWO 


Comparison of Telephone Employe Sale of 
Advertising With Services of a 
Directory Company 


Annual Directory Revenues 
Size 
Telephone (No. of When Sold 
Company 
(a) (b) (c) (d) (e) 
500 $ None $ 1,700 $ 1,700 
3,400 5,600 10,900 5,300 
20,000 75,000 220,000 145,000 
Note: (1) Company A made no Yellow Page sales effort until 
it employed a directory company. 
(2) Column (c) represents last year of employe sales 
effort and column (d) represents first year of di- 
rectory company sales effort. 


When Sold 


Stations) by Employes by Directory Increase 


aly 








TABLE ONE 


Sunland-Tujunga Telephone Co. 
Comparison Extension Station Development 
With Directory Advertising 
Development 
Extension Directory 


Investment in Equ'pment 
(1400 instruments and station 


wiring @ $38.44) $53,900 $ 
(1100 Yellow Page Accounts) None 
Annual Charges 
Maintenance 
(1400 stations @ $2.00) 2,800 
Property Taxes @ 3% x $53,900 1,600 
Depreciation @ 7% x $53,900 3,800 
Interest @ 5% x $53,900 2,700 
Total Annual Charges 10,900 None 
Gross Annual Billing To Subscribers 19,700 71,700 
Less: Annual Charges, or 
Cost of Directory 10,900 
46,000* 
Net Earnings Before Income Taxes $ 9,700 $25,700 


*Heavy Extended Area Service development increases produc- 
tion cost for alphabetical pages totaling ten white pages per 
company station. 





is an emphatic “No.” Employ the services of a capable 
telephone directory company, one which specializes 
in the sales of Yellow Page advertising and the pub- 
lishing of telephone directories. 

The strongest two reasons | know for employing a 
directory company are that such a company will pro- 
duce more advertising revenue for you than will vour 
own employes and will produce a better quality piece 
of communication equipment in your directory. 

Table No. 11 compares three companies of varying 
sizes showing the annual Yellow Page advertising reve- 
nues, the last year when such advertising was sold by 
company employes and the next ensuing year when 
advertising was sold by a directory company sales unit. 

Company A of 500 stations made no effort to sell 
advertising and carried the cost of issuing the directory 
as an expense item. The first year that a directory 
company was engaged annual sales were $1700. 

Company B of 34100 stations increased sales from 
$5600 when sold by employes to $10,900 when sold 
by directory company. 

Company C of 20,000 stations increased revenues 
from $75,000 per year when sold by employes to 
$220.000 per year when sold by a directory company. 
Sources Of Directory Revenue 

EFORE beginning a sales campaign the telephone 

company and the directory company should analyze 
the Seven Sources of Directory Revenue to determine 
how the sales man hours should be applied and what 
can be expected from each potential sales area. These 
Seven Sources are: 

(1) Local:—Sales within the local exchange and di- 
rectory. 

(2) Multi-book:—Selling and programming — sub- 
scribers into other directories while on the same call 


handling local. 
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(3) Foreign-Sales made by calling upon a potential 
advertiser located in nearby areas not currently being 
worked for their own local directory. They may be 
subscribers served by Bell or by some other Inde- 
pendent Company. Foreign advertisers can be a lucra- 
tive source of advertising in a local book. Eight years 
ago the Sunland Company directory was restricted en- 
tirely to local advertising. Today approximately one- 
half of the total revenue comes from multi and foreign 
advertisers. 

Breakdown of the recent Sunland directory was as 


follows for source of revenues: 


Multi-Book Advertisers 7.0% 
Foreign Advertisers 10.8% 
Sub-Total 18.5% 
Local Advertisers 17.8% 
National Trade Mark Advertisers 3.7% 
Total 100.0% 


(1) Telephone Sales:—Sales by girls calling on the 
telephone to marginal accounts which do not justify a 
personal field call by a salesman. These girls com- 
plete 20 to 25 calls a day at a minimum expense com- 
pared to personal contact. The bulk of their calls are 
directed to doctors. lawyers, manufacturers, etc. Tele- 
phone sales girls average lower revenue per sale but 
their cost is also much lower per contact. 

(5) National Trade Marks:—This is a practice of 
using national trade mark devices for insertion in 
the local directory. For example, in the Sunland book 
there are seventy-five national trade marks and twenty- 
eight trade names utilized and together they produce 
almost 1¢¢ of the total directory billing, not including 
the 383 listings sold to the dealers authorized to ap- 
pear under these brand names. 

\ simple illustration is that of the Michigan Bell 
Telephone Company selling the General Motor’s trade 
mark in every directory in the United States that par- 
ticipates in the trade mark program. Sunland has such 
a trade mark and is paid 75°¢ of the billing related 
to this trade mark, 25° being retained by Michigan 
Bell. 

(6) Rate Increase:—-lt may be timely to increase 
the rates for Yellow Page advertising. Yellow Page 
advertising rates should never be lower than the recom- 
mended A.T.&T. levels. Our directory company people 
state they have never had serious adverse reaction to 
a rate increase for Yellow Page advertising. 

(7) Special circumstances which will stimulate tn- 
terest in the telephone business:—These circumstances 
might be a dial conversion or a complete number 
change. Experience has been that such a special cir- 
cumstance will frequently produce Yellow Page sales 
stimulation of half as much revenue as a rate increase 
itself will produce. 

Once we have analyzed the potential and decided 
how to use effectively the Seven Sources of Revenue 
we should then consider the conduct of the Sales 


Canvass. 
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In addition to making a generous profit, the directory 
represents the telephone company in at least one-third 
of the subseriber’s total telephone picture. 


Conducting The Canvass 

gee SHOULD be given to three areas of the sales 
canvass: housing the sales personnel. instructing 

the telephone company and directory sales people. 

supervising the progress of the canvass. 

Housing:—-We have found that directory sales 
people will do a better job if attention is given to the 
quarters provided for them during their stay in our 
territory. We make available to them the finest pos- 
sible working conditions and working quarters on 
our premises. We give them the best room in the house 
equipped down to the latest in colored telephones. In- 
stead of tucking these people away in basements or 
dusty portions of the plant department we treat them 
as they truly are the boosters of our net operating 
revenue. 

We provide answering service so that the sales peo- 
ple can give a number for customers to call. This service 
is provided either through telephone company person- 
nel or through the use of an answering machine such 
as an Electronic Secretary. 

We do everything possible to make the directory 
sales people feel that they should exert particular effort 
while they are in the Sunland area and not believe 
that this is “just another telephone company.” 

Instructing the people:—At directory sales cam- 
paign time, in particular and all year long, telephone 
company business office personnel are encouraged to 
sell directory advertising by tabulating prospect cards 
and holding a positive attitude toward Yellow Pages. 
Woe unto the telephone employe who remarks, “I 
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seldom use the Yellow Pages, myself.” Telephone per- 
sonnel should always encourage the public to use the 
Yellow Pages. 

Directory salesmen are briefed by the telephone 
company as to the availability of al! types of equip- 
ment and service. such as colored telephones, answer- 
ing machines. extensions and thus are prepared to 
answer questions in the field and return to the busi- 
ness office any prospects for sales of additional tele- 
phone equipment. 

We hold a “kickoff” breakfast at which our business 
office people meet directly with the sales people and 
to both groups an explanation is given of the sales ob- 
jectives for this particular canvass. In addition, we 
have used the technique of offering cash sales prizes 
to the directory people for the best production in cer- 
tain categories of sales. 

Supervising the progress: —-We discuss carefully 
with the directory sales supervisor the man hours spent 
in our exchange on directory sales during the previous 
year and the proposed man hours for the current year 
and the best way in which to spend those man hours. 

We make available to the sales people a list of 
prospects obtained from our business office. from our 
information board and from a review of the past year’s 
local newspaper and other community activities. 

We conduct continued counsel with the sales people 
in the same manner that we would counsel with our 
telephone installation foreman or our central office 
switchmen regarding the objectives of their job and 


the performance that we hope they will produce. 


Telephone... 


Use Your 


Classified Pages 





“Just as we take pride in the calibre of service and work- 

manship displayed by our telephone instrument, we 

should take a keen interest in the quality and accuracy 
of the service our telephone directory provides.” 


50 YOUR JUNE 15, 1958 TELEPHONE 


TABLE THREE 


Sunland-Tujunga Telephone Co. 
Directory Profit Per Station 
Twelve Year Trend 


Profit Per 
Year Total Stations Station 


1947 2,365 $ .36 
1948 3,418 Bo 
1949 4,077 .80 
1950 4,826 .60* 
1951 5,230 84 
1952 S777 1.20* 
1953 6,281 rea 
1954 6,959 1.53" 
1955 7,701 Pe he 
1956 8,661 2.08 * 
1957 9,573 2.46* 
1958 10,725 3.06* 


*Includes heavy white page publication. 
1958 was 1192 alphabetical pages in 
16,193 copies 


Included with this counseling is keeping in constant 
communication with the progress of the sales canvass by 
having telephone management make periodic checks 
with the sales supervisor to see how things are going. 
One method of doing this is to stop into the sales 
quarters each night near five o'clock to say a word to 
the salesmen, to learn what they have accomplished 
during the day and thus to demonstrate an interest in 
what they are doing. Some telephone company manage- 
ments ignore the canvass and this attitude depresses 


the sales people and suppresses the results. 


Measuring The Results 
W" CHECK our directory development and_reve- 
nues against other directories of comparable size 
throughout the country since these figures are readily 
available. remembering that not all companies are 
identical even though they are apparently similar in 
size. (One may have heavy station development in an 

army base, for example.) 
Several yardsticks may be used to measure directory 
revenues. Amongst others the following were used for 


the Sunland Company during 1956, 1957 and 1958: 


Item 1956 1957 1958 
Revenue $65,580.00 $79,524.00 $87,972.00 
Number of 

Advertisers 1.011 1,163 1.22) 
Annual Revenue 

per Telephone’ $ i053 $ 8.16 §& 8.20 
Annual Revenue per 

Business Account 91.08 101.43 106.37 
Number of 

Classfied Pages 112 136 152 


Trend of results:—At Sunland we watch carefully 
the net profit per station from directory. This is the 
amount remaining per station after subtracting directory 
costs from directory revenues. 

Table III indicates growth in net profit per station 
over the past 10 years. The profit amount is important 
but also significant is the trend. Table 1/1] shows a net 
profit per station of $.36 in 1917 growing to a net 
profit per station of $2.46 in 1957 and $3.06 in 1958. 
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This figure would be considerably 
company but because of an extended area situation. 
our 1958 issue contained an 1192 page alphabetical 


section for all 16,000 copies printed. 


Advertising The Advertising 
INCE WE believe that a dollar spent to improve 
Yellow 


for the Sunland Company than will a dollar spent to 


Page advertising will net more revenue 


improve the usage of extension telephones, we “adver- 
tise the advertising.” We advertise “Yellow Pages” in 
local newspapers, through bill inserts, through placards 
on our outdoor paystation booths and stickers on all 
company vehicles. Further, the directory sales people, 
at the time of the canvass. give out decals to each busi- 
ness man in order for him to advertise “find us in the 
Yellow Pages.” We have given to each new family mov- 
ing into our community shopping bags advertising the 
Yellow Pages. We used outdoor billboard posters. 

All of these items help the directory salesman when 
he makes his sales contact by enabling him to point 
to the fact that the Yellow Pages are by far the most 
heavily advertised of any advertising medium. Many 
of these advertising materials are available at no cost 
from the Bell System or from a directory company. 

Free publicity can be obtained from local news- 
papers. It is possible to provide an interesting article 
on the longest listing, the shortest listing, the most un- 
usual listings. etc. at the time of issuing a new directory. 
Put this on your calendar for preparation a few weeks 
before the publication of the new directory. 

There are other methods of advertising the Yellov, 
Pages and | am sure that the Independent man can 
think of them once he has realized the value. One yard- 
stick for advertising budget is for the telephone com- 
pany to spend three per cent of its gross directory ad- 
verlising revenues on itself advertising the Yellow 
Pages through the media discussed above. There are not 
many places in this telephone business where we can 


; F 
receive such a high return with such a low investment. 


Collecting Your Revenues 
| ig HAS BEEN my observation that in cases where 
telephone companies make use of the services of 
a directory company the telephone company becomes 
more lax in pursuing uncollectible accounts. This is 
money lost down the drain! Frequently the attitude ex- 
pressed by the local business office is that if this reve- 
nue turns out to be uncollectible a certain large por- 
tion of it is being charged back against the directory 
company and therefore little attention should be paid 
to the problem. 

Leniency in such write offs costs the telephone com- 
pany immediate dollars because it is writing off a por- 
tion of its own retained revenue and it costs the tele- 
phone company future dollars in that service problems 
arise from leniency at this point. A subscriber obtain- 
ing an easy adjustment in Yellow Page billing often 


seeks easy adjustments in other service billings. 


larger for our 











Why Let Shopping Keep You Hopping? 


Shop Through 
the Classified 
Pages 

of Your 
Telephone 
Directory 
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“Since we believe a dollar spent to improve Yellow Page 
advertising will net more revenue for the Sunland Com- 
pany than a dollar spent to improve ‘usage of extension 


telephones we ‘advertise the advertising’.” 


The telephone company should be fair and firm on 
adjustments and not grant an adjustment aS an easy 


way out of a somewhat unpleasant situation. 


Guessing The Future 

N? ONE KNOWS how high directory advertising 
revenues may climb. However, with reasonable 

diligence and forethought it is perfectly proper to ex- 

pect directory advertising revenues to increase sharply 

in the years that lie ahead. 

Certainly a reasonable objective for any company 
is a minimum revenue of $5.00 per station today’s 
approximate nationwide average. Project your station 
growth 10 years ahead and then multiply the end sta- 
tions by $10.00 per station and you will obtain an 
idea of the directory revenues that are obtainable. Ten 
dollars or more can be reached. One Independent ex- 
change of 3000 stations in southern California has an 
annual directory revenue of $229.85 per business ac- 
count which is $16.00 per year per total exchange sta- 
tion. In Arizona one Independent exchange of 500 sta- 
tions has directory revenue of $13.30 per station. 

We in the smaller telephone exchanges have a greater 
opportunity for improvement in directory revenues 
than does the larger exchange because when a directory 
area approaches 1,000,000 stations it begins to plateau 
in the amount of advertising revenue per station but 
Allan 
R. Stacey, vice president and manager, Sunland-Tujunga 
Telephone Co., Sunland, Calif. 


up until that time sharp increases are possible. 
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A Good Question — “How Are You Doing?” 


By T. DeWITT TALMAGE* 


The dollar doesn’t go as far as it used to — it never did. Learn 
from others’ mistakes — you can’t live long enough to make 
them all yourself. 


HEN YOU finish reading this, one of three things 

will happen: (1) You will do nothing about it: 
(2) out of curiosity, if for no other reason. you will 
decide to go into the matter later (you know what hap- 
pens to “good intentions”): or (3) sensing the economic 
implications of the problems touched upon, you will be 
in full accord with Henry J. Kaiser when he said, 
“Problems are only opportunities in work clothes,” and 
immediately arrange to take the next step of delving 
further into the more pressing phases of your current 
collection of unsolved problems. 

To assist those readers in group (3) above, as well 
as to make it easier for those in the first two groups 
to change their minds, the mailing addresses of sources 
from which further helpful details can be directly se- 
cured are included in footnotes and references. 

Everything has to have a starting point. So let’s begin 
with something we all know and agree upon. After all 
is said and done —- money is a mighty important thing. 


At times it is so attention-consuming it seems to per- 


*Educational Manager, Kellogg Switchboard & Sup- 
ply Co., Chicago 38, Til. 


meate and influence much of what we do or say or 
write. 

A simple example of this situation, of more than 
passing interest at this time, is the response to the 
familiar greeting: “How are you doing?”. which very 
a a i ti tae 


rent business conditions. 


Grass-Roots Business Barometer 
EPENDING upon the inflection of the inquirer’s 
voice, the question “How are you doing?” may be 
interpreted to mean: “How’s your business?” or “How 
are you and your job getting along together?” 

Other meanings can conceivably be implied. of course, 
but because the state of health of one’s business is so 
entwined with one’s personal feeling of well-being, can- 
did answers generally contain at least a tinge of eco- 
nomic flavor, regardless of intonations of the question. 

To the observant questioner, therefore, the tenor of 
these replies can be of some significance as a grass- 
roots indicator of the current state of business thinking. 


In case some interested readers feel that this approach 
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| HAD THE BOSS UP A POLE... 


“He knew all about the operating advantages of polyethylene coated wire . . . but | took him up 
and showed him why | liked it and why it’s saving the company even more money than he figured.” 


In the past 12 years polyethylene covered line wire and 
cable have chalked up outstanding service records for 
utilities. But some of the best reasons for using poly- 
ethylene coatings don’t turn up in operating statistics 
—they come from the men whose job it is to install and 
maintain the lines ... Reasons such as these: 


Polyethylene Is Easier to Install 

It’s free stripping, yet has excellent adhesion and will 
not ruffle over cross arms. It’s clean to work with and 
its surface is “slippery” too. Polyethylene coating is 
lighter than other types of covering ...it handles easier. 


Polyethylene Covered Line Wire Saves Outages 
Polyethylene forms a complete and permanent covering 
over line wire. That means fewer outages from contact 
with trees, wind-blown swinging wires and foreign 
objects. Smaller diameter polyethylene coatings offer 
less wind resistance above ground. Lighter weight can 
be an advantage, too, in ice storms. 

In field servicing ... in over-all performance and 


service life—polyethylene has proved its superiority in 
wire and cable applications such as these: 

Line wire covering Control cable insulation 
and jacket 
Communication cable 
insulation and sheaths 
Corrosion protection for 
metal sheaths. 

TV Lead Wire 


Power cable dielectric 
Tree wire covering 

GTO (Neon Sign) Cable 
Coaxial Cable 

WD-1 Infantry Field Wire 


When you order polyethylene covered wire and cable, 
ask your supplier about the superior weather and stress 
crack resistance of polyethylene made with PETROTHENE® 
; polyethylene resins. PETROTHENE quality costs no more. 
| 
| 
! 









NDUSTRIAL CHEMICALS CO. 


Division of National Distillers and Chemical Corp. 
99 Park Ave., New York 16, N. Y. 
Branches in principal cities 


Makers of PETROTHENE Polyethylene Resins 
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AUTOMATIC TOLL TICKETING. 


' 


Telephone 





ONLY STROWGER AUTOMATIC 
TOLL TICKETING 
GIVES YOU THESE 3 FEATURES! 


Ticketer spills complete data for each call into pool 
equipment instantly upon completion of call. It’s 
always ready for the next call—never choked up 
by data from previous calls. 


1 Idle Ticketer always ready to handle next call! 


Throws out incomplete calls before tape is made! 

fg Incomplete calls are not recorded. Strowger Auto- 
matic Toll Ticketing throws them out before the 
tape is made! 


Call data is recorded on four-channel tape. This 


3 Four-channel tape call data permits faster billing! 
" permits high-speed, low-cost machine billing. 








},..another reason why 
Men Choose Strowger! 


utomatic toll ticketing is an important feature to the man 
who is selecting central office equipment. He knows that 

the system he buys today may have to handle a large volume of toll service 
tomorrow. That’s why so many telephone men choose Strowger 
Automatic. The simple circuits and unitized construction 
of Strowger enable it to be adapted quickly and economically to provide 
automatic toll ticketing. And—Strowger ticketing equipment works 
directly into accounting machines without converters. 


ASK YOUR A. E. REPRESENTATIVE for further details! He’ll be glad 
to show you how automatic toll ticketing—as well as the other 
modern features of Strowger—will be important to you tomorrow. 
Write Automatic Electric Sales Corporation, Northlake, Illinois. 

Or, call Fillmore 5-7111. In Canada, Automatic Electric Sales 
(Canada) Ltd., 185 Bartley Drive, Toronto 16. 





AUTOMATIC ELECTRIC 


Subsidiary of GENERAL TELEPHONE 









is not formal or scientific enough for their purposes, 
there is a variety of supplemental sources of economic 
indicators that can be studied. Some widely-used ones 











are listed in the appended selected reference list. 
Irrespective of the sources that one may use to double- 
check and buttress his on-the-spot appraisal of the busi- 
ness situation. it should be noted that with little effort 
a telephone man can become well informed about the 
trends of business activity and thus live up to one of 


the obligations expected of a responsible business leader. 


Analyzing Telephone Results 
+ cog IS especially true in the case of those who are 
ir to keep 


1 a position and are so inclined 


themselves systematically informed by staying in close 










































“A substantial portion of telephone growth is dependent 
upon the construction of new homes, industrial buildings 
and other structures. .. .” 


touch with the economic pulse of the community they 
serve. Obvious ways that this can be accomplished are 
by analyzing the fluctuations in local and toll telephone 
traffic and revenues, evaluating the relative status of 
collections and past due accounts, comparing the ratio 
of telephone disconnect to install orders with past pe- 
riods, and compiling other key indexes which conveni- 
ently lend themselves to interpretation as business 
weather vanes showing which way the economic winds 
are blowing. 

A year or so ago when the question was asked at 
random: “How are you doing?”, the answers were pre- 
dominantly, “Quite well, thank you,” or something 
equally encouraging. Today, in similar localities. there 
was encountered a larger percentage of tempered re- 


plies of “So-so.” or its equivalent. 





In spite of the conservative tone used in explanations 
accompanying year-end corporate results. little or no 
noticeable change in the expansion plans of many tele- 
phone companies is discernible. While the dynamic ex- 
pansion in some other lines of business has leveled off, 
still the long-term outlook resulting from studies of 
reliable indicators of business activity is for steady 
erowth to meet all the needs, including the communi- 


cation needs, of our fast growing country.' 


No Lack Of Problems 

HE professional economic forecasts vary in de- 

tail but there is practical agreement that the calen- 
dar year of 1958, as compared to recent previous years, 
will generate more than the average amount of busi- 
ness problems. How well and how quickly the business 
world manages to adjust to this leveling off of activity 
will have an important effect on its ability to satisfac- 
torily handle the business boom that is foreseen for 
the 1960's. 

An interesting, enlightening bird’s-eye view of fac- 
tual data on which the next surge of business has been 
forecasted, and is summarized in Elmer H. Danner’s 
timely article entitled: ““Today’s Responsibilities,” in the 
December 1, 1957. issue of Telephone Engineer and 
Vanagement. 

Mr. Danner, an experienced telephone executive, ex- 
plains why it is beneficial for a telephone company to 
consider broadening its viewpoint, policies, and services 
so it can truly be accepted as the leader in providing 
complete “communication” services including the elec- 
trical transmission of all types of information and data. 

He suggests to those who have not yet done so to 
take off their blinders which confines objectives to the 
narrow field of transmitting just the spoken word. Lim- 
iting and restricting our usefulness and value may en- 
courage competition to enter the communication field. 
This, in turn, will have the effect of circumscribing fu- 
ture revenues and earnings perhaps at an inconvenient 
or embarrassing time in our industry’s economic growth. 

Those who are interested in learning of some impor- 
tant things the future has in store for the nation’s busi- 
nesses, and the communication business in particular, 
should obtain a copy of the December 1. 1957, Tele- 
phone Engineer and Management and study Mr. Dan- 


ner’s statements. 


Nation’s Construction Program 
A SUBSTANTIAL portion of telephone system growth 
is dependent upon the construction of new homes. 
industrial buildings. and other structures. Architectural 
Forum, a leading building magazine, reports a bright 
outlook for the construction industry in 1958 and for 
the 10 to 20 vears to follow. 
Encouragingly, the February, 1958, issue of the 
Architectural Forum? says. in an article headed, “The 
British Outlook for Building”: 
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“Seldom has an industry faced so prosperous a fu- 
ture as that which now confronts the United States con- 
struction industry. At a time when some of the economy 
has been revising its business forecasts downward, the 
outlook for construction has been going through a 
series of surprisingly sharp markups. Building pros- 
pects, for 1958, which were good before the economic 
letdown began last autumn, are now $300 million. bet- 
ter, and there is a good chance of even greater improve- 
ment. Further ahead, over the next decade, the prospect 
of tremendous new gains in construction spending has 
become increasingly likely. Indeed, building’s long-range 


outlook, always fabulous, is today brighter than ever.” 


Basis Of Construction Forecast 

HE Architectural Forum states? that this dazzling 

vision of the future is based on two new and de- 
tailed studies that have just been completed by the 
Forum’s economic consultant. Miles Colean. One of 
these surveys is a second look, in line with the new- 
complete 1957 building totals, at the probable level of 
construction activity for the current year. The other is 
the second Forum estimate of building volume for the 
decade ahead. Taken together, the two studies represent 
the latest and most comprehensive data available on the 
construction outlook. 

The Forum article points out specifically what these 
studies show. For 1958, the prediction is that “New 
construction this year will climb nearly 4 per cent above 
last year’s total of $47.3 billion to a new record of $49 
billion (all data in constant 1957 dollars). This will be 
an increase in actual physical volume. In contrast, dur- 
ing 1957 dollar volume rose 3 per cent ($1.2 billion) 
because of inflation, but physical volume dipped about 


'See “Current Population Reports: Population Esti- 
mates,” Series P-25, No. 160, issued August 9, 1957. 
For sale by the Bureau of the Census, Washington 25, 
D.C. Price 10 cents. Annual subscription (Series P-20: 
“Population Characteristics’; Series P-23: “Current 
Population Reports’; Series P-25: Population Esti- 
mates’; and Series P-27: “Farm Population”, com- 
bined), $2.50. 


*See pages 104 to 107, inclusive, of the Architectural 
Forum, Vol. 108. No. 2. dated February, 1958. Pub- 
lished by Time, Inc., 9 Rockefeller Plaza, New York 20, 


\. ¥. Subscription price $6.50 a year. 


3Business Cycles and Forecasting.” by Elmer C. 
Bratt, \th ed., 1953, 635 pp. This is an authoritative. 
up-to-date book for telephone commercial employes. 
planners, business analysts, economists, financiers, and 
others who desire to become familiar with the back- 
ground necessary to understand economic change. Pro- 
Jessor Bratt’s book describes and analyzes the history 
and causes of business cycles and outlines methods 
available for measurement and forecasting. Published 
Ly Richard D. Irwin. Inc... 1818 Ridge Road, Home- 
wood, Ill Price $7.20. 
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1 per cent * * * “Most of the gain stems from resi- 
dential building, now past the worst of its slump and 
rapidly moving into a period when easing credit will 
produce a moderate rise in new housing starts. Helped 
by apartment construction, which should top 100,000 
units this year, housing can now look to a year in 
which about 1,050,000 new residential units will be 
started, compared with the 1\-million-or-less units that 
were forecast last fall and 1957s actual total of 
1,039,200.” 


Fifty Per Cent Increase 
HE Architectural Forum further gives detailed pre- 
dictions regarding the various categories for 1958- 


1967, and says: “/t now appears that close to $600 bil- 










































“It takes an average of $30,000 of someone’s money to 
create one telephone man’s or woman’s job. . sk 


lion (1957 dollars) will be spent on new construction 
during 1958-1967 decade nearly $200 billion or 50 
per cent more than went into building in the decade 
19148-1957, the greatest building boom period to date.” 

Thus, as the fluctuations in business activity are ob- 
served or encountered. we see the cycles* of business 
history continue to repeat themselves. Under the vari- 
able conditions as outlined it is only natural to expect 
that such bread-and-butter economic shifts would in- 
fluence our outlook on life and, in turn. our everyday 
conversations especially where pocketbooks have 
been affected or where there is apprehension that they 


will be affected. 


Making Ends Meet 
HE LULL in the expansion in certain industries. re- 
sulting in clearly identifiable, stepped-up competi- 
tion for the public’s dollar in many quarters, has spurred 
some companies to methodically re-examine and _re- 
analyze their ways of doing business to make sure that 
both ends will continued to meet, and, just as necessary. 
overlap sufficiently to show an adequate return on thi 
capital invested in the enterprise. 
The majority of us eventually learn that each individ- 
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ual, like each business entity. must operate within the 
uncompromising confines of a basic economic law: We 
must at least “break even” in order to survive. The 
fact that investors in a business enterprise expect it to 
do better than this is driven home fast to most people 
as they become investors themselves. 

According to the Council for Technological Advance- 
ment, the average American worker uses assets valued 


at $12.500. This includes investment in plant and equip- 





“The investment in this country’s entire telephone 
industry is approximately $22-billion, or 3 per cent 
of the grand total of all industrial investment.” 


ment. land and natural resources. and working capital. 
This is a total of nearly $700 billion for all United 


States industry. 


Investment Per Telephone Employe 


O BE MORE specific, the investment in this coun- 

try’s entire telephone industry is approximately $22 
billion, or 3 percent of the grand total of all industrial 
investment. 

Out of 173 million people* in this country, 62 million 
civilians, (excluding members of the Armed Forces) 
are reported by the Bureau of the Census as being 
employed. Of this civilian labor force slightly more 
than | per cent or 750,000 people in the country ob- 
tain their livelihood by working for telephone organi- 
zations. From these two key figures. $22 billion and 
750,000 employes, it is calculated that the investment 
in the telephone business per employe is about $30,000. 
In other words, it takes an average of $30,000 of some- 
one’s money to create one telephone man’s or woman’s 
job. 

At an annual interest rate of 6 per cent, the “rent” 
on $30,000 is $1,800 per year. Those organizations that 


have been fortunate enough to have had a history of 


‘See “Current Population Reports: Population Esti- 
mates,” Series P-57, No. 188, dated March. 1958. For 
sale by same source as footnote No. 1. Price 15 cents. 

*“Independent (Telephone Company) Financing To 
day,” by Richard F. Hardy, “Telephone Engineer and 
Management,” Vol. 62, No. 1, dated Jan. 1, 1958. 
Pages 34, 35. 38 and 39. 

°““The Business Outlook Why Economists Dis- 
agree,’ by Roy L. Reierson, Vice President and Chief 
N.Y., Public 


543-550. inel.. 


Economist. Bankers Trust Co.. N.Y.. 
Utilities Fortnightly, Vol. 61, No. 8, pp. 
dated April 10, 1958. 


VO 


steady payment of dividends of this order to their 
share owners have had less difficulty in financing their 
expansion and modernization programs than companies 
that have not enjoyed such performance records. While 
a consistent record of earnings is an important, basic 
consideration, in all fairness it should be stated that 
it is not the only one weighed and evaluated by pros- 


pective investors.” 


The Short End Of The Stick 
A’ ADEQUATELY-INFORMED telephone employe 
is generally expected to have a working knowl- 
edge of a number of different subjects. The exact list 
of categories, of course. will vary according to present 
and future job requirements but surely a subject com- 
mon to almost all classes of work is economics. This 
is because economics goes right to the heart of the prob- 
lems of business and our very way of life itself. 

No one with safety can shrug off knowledge of 
economics as something of no practical importance. 
Probably because of its apparent lack of glamor, eco- 
nomics has sometimes been called the “dismal subject.” 
This assertion is true to the extent that ignoring or 
violating the laws of economics can bring on some 
rather dismal consequences. 

Through lack of economic information, one can 
inadvertently be misled into making unprofitable deci- 
sions. The net result of this unfortunate situation is 
that employe and employer alike end up holding the 
short end of the stick by which business acumen is 
measured. 

Although some of today’s knottiest. problems con- 
cern economic issues, economics, as such, does not 
have to be hard to understand. Because economics deals 
with such controversial things as taxes, minimum wages, 
return on investment, recessions. inflation, conflicting 
political claims (mostly based on economic issues), good 
schools, and so on, it is difficult to determine who is 
right if one doesn’t know about the elemental economics 
that are involved. Yet, to do this, it is not necessary that 
each one of us become a specialist in economics. 

That is, it does not take too much familiarity with 
the fundamental principles of present-day economics 
to give one enough understanding to make it possible 
to separate relevant from irrelevant information.® 

Cyclic variations in the pattern of business or custo- 
mer spending are matters of economics. Thus a sound 
grasp of economics will assist in putting current busi- 
ness problems in proper perspective. 

This is important because prudent business practice 
requires that “time out” be taken periodically to double- 
check company progress to determine if the charted 
course is still in tune with the times. /n other words, 
in addition to making sure we are not drifting off the 
planned course, it is equally important to be positively 
reassured that the course itself does not need revising 
due to changing conditions. To be concluded in the 


July 1 issue of “Telephone Engineer & Management.” 
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Pre-REA Loan Accounting Methods-(Part II 


By B. W. 


BARNETT * 


Proper accounting procedures will provide information which is ac- 


curate, thorough and complete, and reduce accounting problems. Part 


One appeared in the June 1 “Telephone Engineer & Management.” 


Rising Construction Costs 
Or ACCOUNTING and financial problem which 
must be considered concerns the effect of rising 
construction costs and how to keep accurate records of 
this situation. When one reads of the financing problems 
which have been encountered in the national highway 
building program because of increased construction 
costs, It Is easy to visualize that this problem will be 
encountered in telephone construction. If cost estimates 
prepared two or three years ago are to be followed, 
even the most efficient construction work will be likely 
to exceed estimates simply because of generally in- 
creased cost levels. 

Here again, management must have accurate and 
prompt information. If costs exceed estimates too much. 
a supplemental loan may be necessary. To classify 
such excess costs as expense would certainly not be a 
satisfactory solution. Arranging forms and procedures 
so each phase of construction costs will be reported 
frequently and the accumulated costs are also reported 
will aid in solving this difficult situation. 

Of course the accounting records must be arranged 
in such a way that they can be easily related to the 
REA forms. An example of this is in connection with 
accounting for Construction Overhead. 

The FCC Uniform System of Accounts in Paragraph 
}1.2-22 of Instructions for Telephone Plant Accounts 
states “the cost of construction of property chargeable 


to the telephone plant accounts shall include the cost 


*Mr. Barnett is general auditor, Texas Telephone & 


Telegraph Co.. Corsicana, Texas. 


of labor Cost of labor includes the pay and ex- 
penses of employes directly engaged in or being trained 
for construction work, of Foremen in direct charge 
thereof. and an equitable proportion of the cost of local 
plant administration, general plant supervision and en- 
gineering, and of the pay, office and other expenses of 
general officers and general office employes devoting 
part of their time to supervisory. administrative, or 
clerical functions in connection with construction work.” 

We have pointed out that because of rising construc- 
tion costs. it is difficult to keep the cost of plant under 
construction within estimated costs included in the loan 
provisions, just by including direct labor, travel and 
material costs. [f we were to include all of the costs 
which the FCC system visualizes. the cost of the con- 
struction would, of course, be higher. There is also the 
difficulty of accurately determining how much of the 
pay and expenses of general officers and general office 
employes is devoted to plant under construction and 
to a particular estimate. 

All the above being true. a company may elect to 
classify some of the indirect cost as an expense. In 
some instances, the indirect costs are not very large and 
tax benefits may be more advantageous. This account- 
ing becomes rather involved, but I shall attempt to de- 
scribe the procedure which has emerged from our ex- 
perience: 

It must be remembered that the FCC description of 
Account No. 602.9 “General supervision, engineering, 
and tool expenses” reads as follows: “This account shall 


include the cost of engineering and plant supervision 
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expense applicable to work charged to accounts 602.1 
to 602.8 inclusive.” 

The underscoring is mine because this means that 
this account should not be used to record construction 
supervision and engineering. 

It has seemed sound accounting to defer the cost of 
such supervision and engineering, making such a sep- 
aration as we accurately can between the amount of 
time our general officers and general office employes 
apply to construction supervision and to other super- 
visory functions. This deferment is based on the entire 
life of the loan, and is amortized accordingly. 

At the same time, however, the properly applicable 
proportion of this construction overhead may be cov- 
ered by the loan provisions. Item 4 of the REA Form 
181 “Financial Requirement Statement” is specifically 
provided for such costs. This means, accurate and 
easily audited records of this construction overhead 
must be maintained. If the books of accounts are to 
be in order arrangements for such records must be in- 
cluded, 

Before we leave this phase of the discussion, one 
other item should be mentioned: setting up the account- 
ing records to provide proper distinction between 
various types of additions to plant in service. This may 
be by construction estimates, by construction work 
orders, or by service work orders, and the books must 
reflect this distinction. A different numbering series 
may be used to enable clerical personnel to tell the 
difference. For example: Series 58-1, 2. 3 ete. may be 


used for construction work orders. and 1. 2. 3-5 


» 
» 


for 
service work orders. 

This may appear elementary, but the lack of such 
arrangements can cause considerable work in making 
corrections, or cause confusion in the record keeping. 
li should be noted. also, that the term “construction 
work order” may mean one thing to the borrower and 


something different in REA terminology. 


Cash and Cost Records 

T' WAS POINTED out earlier that the REA bor- 
rower is using public funds secured through a gov- 

ernmental agency requiring a very strict and meticulous 

accounting for all such funds. 

Meeting this requirement will include selection of a 
depository for REA funds which will meet REA policy 
requirements and keeping records of cash transactions 
in such a manner that clear accounting is attainable. One 
easy method of keeping REA funds separate from cor- 
porate funds is to use different colored checks. On the 
general ledger records, the check registers, and_ all 
other records. the headings and account numbers should 
be so clearly stated that REA funds and corporate funds 
will not be confused. Signatures on checks, reports. 
financial requirements statements, and other records 
pertaining to the REA loan must be authorized by the 
telephone company’s board of directors. Accounting for 


all these items in a clear and definite manner is an im- 


portant part of the accounting procedure. 

Another factor in financial arrangements concerns 
financing pre-loan expense. This may include legal ex- 
pense, expense of conferences, expense of engineering 
surveys, expense of preparing the construction budget, 
and other similar expense items. Financing such ex- 
penses may be done through the REA loan but whether 
or not this is done a thorough accounting for the items 
is necessary. Naturally, such a large amount of ex- 
pense cannot be charged against a single fiscal year, 
but will be a deferred item to be amortized over the 


life of the loan. 


The Construction Budget 

EFERENCE has been made to a construction bud- 

get. Before a loan can be secured from the REA, 
it is obviously necessary to have the plans for utilizing 
that loan very carefully worked out. In the course of 
doing this, a construction budget comes into existence 
and will be the guide for using the REA loan through- 
out construction, 

Not only, however, will a construction budget be ne- 
cessary, but an operating budget also will be needed. 
As has been stated earlier, sound management during 
a period of rapid growth and construction is of vital 
importance. 

An operating budget can be a very useful tool in 
this sound management, and the information to prepare 
this budget must come in a large degree from the ac- 
counting records. To keep the books of accounts in 
order, then, to cut down on accounting problems pre- 
liminary to loans. arrangements should be made and 
procedures worked out to know what each type of ex- 
pense is for each exchange, the revenue to be antici- 
pated, the working capital available and other neces- 
sary information. 

It will be seen from the above that even such phases 
of accounting work as billing or toll settlements enter 
into the picture in keeping one’s books in order and 
cutting down on accounting problems. Before the rev- 
enue after construction can be projected to an accur- 
ate degree. thorough information on present and 
previous revenue will be necessary. 

It may be also that the increased number of sub- 
scribers resulting from the construction done under 
the REA loan will necessitate considerable changes in 
billing procedures. accounts payable and other phases 
of accounting. If the voucher system is not used. the 
requirements of good internal control may indicate its 
adoption. If the billing grows to such volume that the 
work does not flow smoothly. cycle billing may have to 
be adopted. 

If the general accounting records do not supply man- 
agement with the information it constantly needs. new 
and more detailed records may be advisable. If new 
toll lines are built and new toll centers established. 
modified arrangements for toll billing may be required. 

It should be remembered that information must be 


supplied not only to the management during this period. 
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It's no secret that psychologists. when 
they want to know about human _ be- 
havior, often study animals. 

Not that people behave exactly like 
animals, but many things animals do 
give scientists important clues about 
human beings. 

The favorite animal of researchers 
is not the proverbial guinea pig but 
about the smartest creature in the 
world, next to man himself. So smart, 
in fact, that when theyre being 
watched they know it, and they dont 
act natural. They show off instead, 
and this raises heck with scientific ex- 
perimentation. 

Well, one clever psychologist figured 
out a way to outsmart his chimp. He 
put the animal in a windowless room. 
The only way to see in or out was 
through a small peephole in the door. 
The man waited an hour or two for 
the animal to get used to his new 
surroundings and _ start acting natural. 
Then the psychologist crept up to the 
door, pushed aside the peephole cover, 
and looked in. 

All he saw was the chimpanzee’s eye 
staring right into his! 

When I heard this story I was im- 
mediately struck by the parallel be- 
tween what this psychologist was do- 
ing and what we do in business. 

For example, in a service business 
like yours you keep close contact with 
the pulse of the community you serve. 
You're always watching to see how well 
satisfied your subscribers are, so that 
if any problems come up, you can get 
to work immediately to solve them. 

In a situation like this it’s easy to 
lose sight of the fact that while you're 
watching your customers. they have 
their eyes on you. They want to be 
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Two-way peephole 


by John Voss 


absolutely sure that youre giving 
them the very latest and best in serv- 
ice. And to do that, you need the very 
latest and best equipment. This is where 
we come in. 

We've been in the telecommunica- 
tion business since 1894. We have the 
close understanding of the needs of 
independent telephony that comes only 
from such long experience. At the 
same time were constantly looking 
ahead, keeping up with the latest de- 
velopments in the technology of com- 
munications, so that we can supply 
vou with new products and techniques 
that mean increased’ efficiency and 
greater profits for you. 

In this complex business were in, 
all of us are facing challenges all the 
time. Youre watching your subscrib- 
ers in order to stay on top of their 
needs. Theyre watching you to see to 
it that you give them what they need 
and want. You keep an eye on us to 
make sure we supply you with the very 
best products we can make. And we, 
in turn, keep a careful eve on you and 
vour customers so that we're always 
abreast of what the needs are in the 
field. 

This state of alertness on all our 
parts is good business and a sure means 
of progress. 


Py ati, 


Vice President and General Manager 
Telecommunication Division 
STROMBERG-CARLSON, A Division of 
General Dynamics Corp., Rochester 3, 
N.Y. Advertisement 
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built to make the tough jobs easier 


Extra Light 


POLE 
DERRICKS 


17 models for hoisting loads 
up to 18,000 Ibs. 


EASY TO SET UP and adjust on the spot, Batavia Pole Derricks 
will do your jobs faster, easier and safer. Extremely versatile, 
they’re ideally suited for setting or pulling line poles and 
meeting other utility maintenance requirements. 


BATAVIA 





YOU NAME IT! There’s a Batavia Pole Derrick that’s right for 
you! Seventeen Extra Light, Middle and T-Type Models are 
available for hoisting poles up to 75’ in length and work loads 
up to 18,000 Ibs. 


RUGGEDLY BUILT, all models are assembled from top-quality, 
cold-drawn seamless tubing of high carbon steel with a mini- 
mum tensile strength of 100,000 psi and a minimum yield of 
90,000 psi. To face outdoor exposure, each derrick is primed 
with a rust-preventative coat and finished in red enamel. 


A FULL LINE OF ACCESSORIES TOO! Truck support jacks, quick 
hooks, connecting pins, mounting brackets and sheave blocks 
are available to increase the adaptability and usefulness of 
Batavia hoisting equipment. 





GET ALL THE FACTS. MAIL THIS 
COUPON FOR LITERATURE TODAY 


BATAVIA METAL PRODUCTS CORP. 
Batavia, N. Y. 


Send detailed literature on the full line of 
Batavia Pole Derricks and accessories. 


NAME TITL 











= 
1 
I 
! 
I 
§ 
' 
' 
i 
! 
| 
' 
! 
! 
' 
| 
' 
' 
! 
' 
! 
LJ 
! 
! 
! 


——e ee ee 


> = 


62 YOUR JUNE 15, 


| 
| 


| 


1958 TELEPHONE ENGINEER 


but to the REA also. To keep the books in order to cut 
down on accounting problems, the suggestion is made 
that the borrower secure a copy of REA Bulletin 408-1, 
relating to quarterly and annual reports which will be 
made to the REA. Setting up the books so the infor- 
mation required by these reports will be available at 
the required time will save considerable extra work. 

If sharing experiences with you will have been of 
any real help to you in your accounting problems, the 
main purpose will have been accomplished. Doing a 
good accounting job requires the help and cooperation 
of many others besides those actually in the accounting 


The End. 


department - 


Washington Newsletter 


(Continued from page 20) 


on the Wisconsin Telephone Co.’s application to the 
Commission for a certificate of public interest in the 
purchase of the Menomonee Falls and Lisbon. Wise.. 


Telephone Co’s. 


With proposed findings due from the parties July 1, 
an initial decision by Chief Examiner James D. Cun- 
ningham may be forthcoming soon after the FCC takes 


its usual recess during August. 


The hearing, as previously reported, developed 
principally into a discussion of the Bell System’s 
approach to acquisitions of Independent proper- 
ties. AT&T philosophy on the subject was out- 
lined by Vice President George L. Best, in charge 
of business relations. Mr. Best said that the Bell 
System’s policy has not changed, and is based 
primarily on public interest considerations. He 
said that the Menomonee Falls transaction, in his 
view, is in accordance with the 1927 policy state- 


ment by AT&T Vice President E. Kk. Hall. 


On the US Independent Telephone Association side, 
Col. W. C. Henry, its main witness, continued during 
his cross-examination to call for an agreement under 
which the Bell System would sell properties to Inde- 
pendents to offset their acquisitions of Independent 


exchanges. 


An agreement that Bell properties would be sold to 
Independents to offset sales of Independents to Bell 
also would disregard the public interest, Mr. Best testi- 
fied. Most of the companies the Bell companies have 
acquired, he declared, have been distress situations 
where Independents were unable or unwilling to buy 
the properties, and to agree to sell exchanges to offset 


distress situations “just would not be good business.” 
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By JOHN S. REED 


Three-Wheeled Scooters On Trial 
For Telephone Service Work 


HERE IS a grewing awareness 

on the part of many city dwellers 
of a new kind of motor vehicle liter- 
ally “scooting” around town. These 
machines are three-wheeled scooters 
made popular by the introduction of 
Postal 


“Mailster” which have put in their 


the United States Service 


appearance in) many communities. 
Many firms are using similar three- 
wheeled scooters termed trucksters to 
provide economical delivery service 
where the size and quantity of parcels 
would not justify the use of regular 


delivery trucks. 


Telephone companies have pur- 
chased three-wheeled scooters special- 
In traf- 


lic conges‘ed areas these scooters 


ly built to meet their need. 


have proved their worth in delivering 
supplies to installation and mainten- 
ance forces, including PBX installers 
and mainienance men, teletypew riter 
men and building maintenance work- 
ers. 

These machines have found favor 
with repairmen who previously had 
to travel around town on foot. They 
can carry their equipment and yet 


are small enough to be parked in 


_— — 
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This booth maintenance man formerly used a standard pick up truck to travel 

to various booth sites for his work. The truckster model provides ample space 

for his simple cleaning kit and at the same time reduces the high operating 
cost and parking. difficulties previously experienced. 
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repair kit 
scooter 


Teletypwriter man _ taking 

out of rear compartment of 

for maintenance assignment in a mid- 

dlewestern city. Note hinged cover on 

carrying compartment box of Cush- 
man truckster model. 


downtown areas without creating a 
traffic hazard. They have the ad- 
vantages of low cost investment and 
maintenance, ease of maneuverabil- 
ity, and ease of parking in limited 
spaces. 


The versatile three-wheeled scoot- 





The narrow roads and abnormal ter- 
rain on Smith Island (Maryland) made 


the use of this specially designed 

scooter more practical than the usual 

installer’s truck. The machine 

successfully adapted to carry a mini- 

mum amount of tools and 

needed by the installer. (Chesapeake 
& Potomac Tel. Co. photo) 


was 
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WESTERN ELECTRIC AND} 





U. S. ARMY. Blast off —and a Nike Hercules streaks skyward. Inside a battery control van the Army crew scans 
radar scopes, as the Western Electric-made guidance and control system directs the Nike missile to its target. 
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Designed to counter today’s threat from the air, the Nike guided missile system has been 
operational — actually on duty — now for more than four years ... able to seek out and 
destroy the most advanced types of enemy aircraft. From the beginning, the Army’s prime 
contractor for Nike systems has been Western Electric — maker of your Bell telephone. 


The Nike guided missile system recently welcomed a 
powerful new partner — Nike Hercules, a major improve- 
ment over the original Nike Ajax. 

Hercules is faster, boasts greater range and altitude, 
and carries a bigger payload than the first Nike. When fitted 
with an atomic warhead, Hercules can destroy entire for- 
mations of supersonic enemy planes. The Army's Nike 
battalions across the country are presently being equipped 
with this improved missile system. 

The ground guidance and control equipment for Nike 
Hercules, along with the guidance assembly in the missile, 
is made by Western Electric at our three plants in North 
Carolina. The Nike missile itself and the launching equip- 
ment are produced by Douglas Aircraft, and the develop- 
ment of the complete system was engineered by our 
teammates at Bell Laboratories. Western Electric field 
engineers help set up the missile batteries and train Army 
Nike men. 

We at Western Electric were asked to take on the Nike 
assignment because of our store of specialized experience 
in communications. Through our constant teamwork with 
the Bell Laboratories we have learned to blend research 
with production, so that ideas become working realities 
quickly .. . efficiently. It is this kind of experience and 
know-how that have helped make possible the dead!v new 
Nike Hercules — and give promise of even more effective 
Nike guided missiles yet to come. 


In addition to the Nike guided missile system, 
Western Electric defense projects include the recently 
completed DEW Line of radar stations, the White 
Alice Alaskan communications system, SAGE, and 
the manufacture of other military electronic equip- 
ment. These and other projects — on which Western 
Electric is prime contractor — are an important part 
of our contribution to the nation’s security. 


MANUFACTURING AND SUPPLY UNIT OF THE BELL SYSTEM 


WESTERN ELECTRIC. Our factories in Winston- 
Salem, Greensboro and Burlington, N. C., make guid- 
ance and control equipment for the Nike systems, 
as well as other electronic products for military use. 


BELL LABORATORIES. The Nike system was de- 
signed and developed by Bell Telephone Labora- 
tories. Their continued research will play an im- 
portant part in the even better Nikes of the future. 


ara mae 
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DOUGLAS AIRCRAFT. Nike missiles, equipped 
with Western Electric guidance mechanisms, are 
made for W. E. by Douglas Aircraft. Douglas has 
worked closely with us since the Nike project began. 
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A communications service man was assigned this experimental model of three- 

wheeled scooter designed to carry installation and maintenance supplies. His 

scooter is parked in a narrow street space in one of Chicago’s many traffic 
congested areas. (Illinois Bell Tel. Co. photo.) 





Gimlet point can be removed and 
reversed to prevent damage to 
equipment, to the point itself, and 
possible injury to workmen. 



















PLASTIC COATED 


ers depicted in’ the accompanying department. As indicated in the illus- 


illustrations are basically of the Cush- — tration, this compartment can be 





man truckster type with automotive modified to meet the job  require- 


Chance Pike Poles are sealed in type transmission, clutch, and differ- © ments. Side curtains are available for 


Maplac* a tough transparent plastic oe 705 har . . incl t ther and : 
that. increases pole dfe—prosects | OEM. has a 7.95 horsepower en- use in inclement weather and = an 
against warping and splintering. eine and is rated at 800 pound pay — electric windshield) wiper can be 


+ _ > y > . . . . . 
Frade Name load capacity in the rear carrying added to keep the windshield clear. 


LAMINATED 


Hydraulic Type Derrick, Digger 
And Auxiliary Hydraulic Drive Winch 


HE DEVELOPMENT of hydrau- 
lic equipment for line construc- 
Poles are of laminated construction, tion work has produced the construc- 
with wood grains carefully glued at 


4 tion truck unit designed for two or 
cross angles for greater rigidity and ; 


warp resistance. three-man operation illustrated on 
page 08. This vehicle is equipped with 
STEEL BUTT RING 
a rear mounted hydraulic derrick, a 
hydraulic pole hole digger, and an 
auxiliary hydraulic winch drive. 
The derrick is of the expanding 
center-leg type designed for maximum 
safety of operation. From the stand- 
Every Chance Pike Pole is rein- point of lifting capacity. no effort i: 
forced at the butt end with a heavy 
steel ring... guards against chip- 





made to limit the derrick load. The 


PF SE: aoe 


7 





ping and splintering. 


214%” diameter sizes... 
Sea of lengths. 


TWO SIZES ... Chance 
4 ‘y Pike Poles are available in 2” and 


< 


A.B. CHANCE CoO. 


GENERAL OFFICES: CENTRALIA, MO. 


A. B. Chance Co. of Canada, Ltd., Toronto 
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in a variety 


operator can safely lift any load with 
this type of derrick, as long as the 
front end of the vehicle stays on the 
eround. The lifting factor is not in 
the derrick but in the stability of the 
truck itself. 


The hydraulic rams with mechani- 
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Showing the YB hydraulic digger with 
guide frame extended to dig hole in 
bottom of ditch. 


cal linkage provides a live-boom ac- 
tion. The controls are located at the 


rear of the truck for operating the 
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Atlanta 
Baltimore 
Boston 
Charlotte 
Chicago 


CHASE BRASS & COPPER CO 


® 


Cincinnati 
Cleveland 
Dallas 
Denver 
Detroit 





Kennecott’s exclusive “Young Process” 
lead sheath does much to lengthen the life 
of Kennecott Telephone Cable. This sheath 
production method virtually eliminates 
oxides and impurities! Sheath is far more 
uniform in strength and burst resistance, 
with greatly reduced weld area. It provides 
increased protection against damage and 
aging. Cable retains full electrical proper- 
ties over its long life! Contact the Chase 
sales office near you for full information. 


its KENNECOTT 


Grand Rapids 
Houston 
Indianapolis 
Kansas City, Mo 
Los Angeles 


Milwaukee New Orleans 
Minneapolis Philadelphia 
Newark Pittsburgh 
New York Providence 


(Maspeth, L.1.) Rochester 
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TELEPHONE CABLE 


-. WATERBURY 20, CONN. 
DISTRIBUTOR FOR 


KENNECOTT WIRE & CABLE CO. 


SUBSIDIARIES OF KENNECOTT COPPER CORPORATION 
CHASE WAREHOUSES and OFFICES: 


St. Louis 

San Francisco 
Seattle 
Waterbury 
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Telephone privacy 
of home — 


in the noisiest places 


Yes, you can talk and hear with the 
comfort of home right next to a 
forge press, in the center of the 
noisiest lobby in town; in a hissing, 
clanging rail terminal; or any other 
noisy location if you are phoning in 
a Burgess-Manning “Acousti-Booth” 
(the original isolation booth). It is 
designed to highest acoustical stand- 
ards, which have been developed 
thru many years of research and 
development. Extraneous noises are 
eliminated—no understandable con- 
versation escapes thru the doorless 
opening of the “Acousti-Booth.” Its 
unique, doorless design prevents ac- 
cumulation of foul odors—there are 
no corners to collect rubbish—no 
maintenance. Be sure you have a 
genuine Burgess-Manning “Hear- 
Here” Acousti-Booth for greatest 
telephoning convenience—a model 
for every purpose. 


Performance Guaranteed 


For description and prices on all models — 
write for Bulletin A-142-2R 





5970 Northwest Highway, Chicago 31, Ill. 
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end A Copy 
To Your Friends 


..++ Without Charge 


TELEPHONE ENGINEER 
PUBLISHING CORP. 
7720 N. Sheridan Rd. 
Chicago 26, Ill. 


Please send a free copy of the 
June 15, 1958 issue of TELE- 
PHONE ENGINEER & MANAGE- 
MENT with my compliments to the 
persons listed below: 


To Seer 
Address rene: 


City State__ 


To ee ene a cro ae 
Address ‘ on 


City State 


To io eiineesneracennaeiees 
Address place tees 
City State 


To . goa eee 
Address . eee eee 


City State 


To ibe habgainistdassanalaeeistinas 
Address sci teese Satagrti 


City State 


To siesta 


Address a a haat 


SS ee ee a 








Sender 






aE a te 
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York-Hoover SLW-96 line construction truck with YHP-40 rear mounted 
hydraulic derrick and YB hydraulic digger. 


rear mounted derrick and pole hole 
digger. 

Should it be desired to use the der- 
rick for pulling pole butts, either a 
stiff leg, or the digger frame _ itself 
may be employed to stabilize the der- 
rick and vehicle in this operation. The 
stiff leg or derrick is left attached to 
the derrick and no manual labor is 
required to swing either of these 
members into position. 

The digger itself is a guided auger 
type in which the feet of the guide 
frame are planted on the ground by 
downward pressure of the derrick. As 
the auger turns into the ground, the 
auger and drive head slides on the 
euide frame. With this arrangement, 
it is a simple matter to bore angular 
holes for pole anchors. 

The digger develops 40,000. inch- 
pounds of torque and operates at 
2,000 pounds per square inch hydrau- 
lic pressure. 

A gear type pump is coupled di- 
rectly to a full engine torque power 
take-off which eliminates open rota- 
ting shafting under the truck. The 
pump capacity is in excess of 60 gal- 
lons per minute. 

The truck makes use of an auxili- 
ary hydraulic winch drive which al- 
lows the operator to control the load 
on the winch line from a_ location 
where he is in complete view of the 
operation. At the same time it per- 
mits him to move the load in very 
small increments. as small as 1/32 
inch at a time, when maximum con- 
trol of the load is necessary. 

A standard mechanical winch drive 
with a  split-propeller shaft power 
take-off is employed to supply full 
engine torque to the 20,000 lb. capa- 





‘aed: 


York-Hoover auxiliary hydraulic winch 

arranged for clutching into the me- 

chanical winch drive for more accur- 
ate control of the winch load. 


city winch. This arrangement enables 
the operator to pull heavy loads of 
around 16,000 pounds at a speed of 
over 200 feet a minute. When it is 
desired to operate the winch from 
the same location as the derrick and 
digger, the auxiliary hydraulic winch 
drive is mechanically clutched into 
the winch drive. The operator then 
can employ the hydraulic control to 


control the load on the winch line. 


Poison Ivy Manual 


A SEVEN-PAGE booklet designed 


for use in training of supervisors and 





workers in poison ivy and poison oak 
dermatitis prevention is now. avail- 
able from Milburn Co. 

It outlines a three-point program, 
stressing (1) education, (2) person- 
al housekeeping and (3) avoidance 
of skin contact with poison ivy oils. 

To obtain your free copy, write 
TE&M Readers’ Service Dept., 7720 
N. Sheridan Rd., Chicago 26. Til. 
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EASY-TO-INSTALL 
INSIDE WIRING CABLE 


ANSONITA Wiring Cable, 


ype 1255, for economy plus ease of in 


Specify Inside 


stallation Conductors, insulated = with 
12 mils of color-coded plasticized — poly- 
vinyl chloride, are paired and cabled 
with steel rip wire to. facilitate strip 
ping Supplied in 22 and 24 gauge 
(brown or ivory when specified) vinyl 
jacket with #29 rip wire. Be sure to get 


SUTTLE’S quote on your needs. 





K-500 CONTROLS GIVE 
EQUAL TRANSMISSION 


The KELLOGG K-500 standard 
desk telephone, with increased transmit- 


battery 


ting and receiving efficiency, works equal- 
ly with all classes of common. bat- 


tery, manual or dial service. Better speech 


well 


quality is obtained through shorter hand 
New, 
ringers provided. 


bias or harmon 


SUTTLE stocks 


set. improved 


‘em! 


VINCENT RELAY 


DEPENDABLE IN ACTION 


S.E. 101D 


S.E. 101C 








S.E. 101A 


PLASTIC COVERS & S.E. 44A 


CONNECTING BLOCKS — NEW 


The VINCENT Rare Gas Relay serves . ‘ 
: aah Only SUTTLE can offer you non-short 
as an automatic relay for eliminating aeigh> 
; easy ing plastic covers in 3 sizes which house 
noise where two-party grounded ringing , ; 
: ; ‘ ° : or one to four standard S.E. 444) 10-termi 
service is used with a metallic talking 
, : ; : . nal connecting blocks All covers are 
circuit. This relay will not conduct inter : , 
ference circuits from ground. but will made from high dielectric butyrate For 
. en eee icel_ plastic material and are available 
carry high voltage ringing circuits com ecaaeiartl . ial goin 
j th : ; Ri se in either brown or ivory. The SE 444A 
ing through ground. ingers must be ' : . 
8 et Ree . o 10-terminal block is for use with all key 
adjusted. Sturdily built and very de or button sets, or wiring plans requiring 
pendable in action. Stocked by SUTTLE more than four terminals. SUTTLE is 


in and available immediately. 


the only source! 





quantity 


(As 


WIRE FASTENERS 


FROM M. M. RHODES 
RHODES & SONS, 
ers of nail specialties, have continually 


M. M. 


been first in developing new products to 
meet the ever-changing 1equirements for 


wire fasteners occasioned 


duction of new types of wire and cable. 
Insulated nails and staples, inside wir- 


ing cable clamps and 
tured by this 88-year-old f 
in quantity by 


shipped to you quickly 


Just call Lawrenceville, Il., 782 


SUTTLE 





manufactur 
cutting 


by the intro tribution wire 


Manufacturers, suppliers, and printers to Telephone Men 





For further information, specifications or 
quotations on these telephone supplies— 
write, wire or telephone— 


PHONE: LAWRENCEVILLE 782 
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SUTTLE EQUIPMENT CORPORATION 


401 NORTH 15th STREET, LAWRENCEVILLE, ILLINOIS 


PHONE: DEARBORN 2-3108 
135 S. LASALLE STREET, CHICAGO 3, ILLINOIS 
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no splicing, 
impedance, and 


running 


COOK OFFERS FIRST 
SIMPLE RDW* TAP 
No 


added 


no 


grommets 


ELECTRIC’s RDW (Rural 
Wire)* Tap. The RDW 
clasps manufac the salient features of the 
irm are stocked term. Note the split 
and can be provide straight through 
in quantity tion. SUTTLE can supply 
first. from. stock. 


wire 


trouble 






no taping, no 
con 
necting subscriber drops to the rural dis 
through COOK 


Distribution 


you quick 


Tap contains 
COOK Stran- 
which 
installa 
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Nebraska Association Meets at Omaha; 
Clell Elwood Elected Assoc. President 


OLDING their 58th annual con- 
vention at the Hotel Paxton, 
Omaha. April 21-23, members of the 
Nebraska Telephone Association par- 
licipated in a meeting featuring ad- 
dresses by: Jim Moore. vice presi- 
dent. Northwestern Bell Telephone 
Co.. Omaha: Vernon Allan. Scotts- 
bluff. Nebraska association president; 
| ae if Naylor, exec. V.p., United Tele- 
phone Co., Kansas City, Mo.; Joseph 
J. Brown. chairman, Nebraska Rail- 
way Commission; USITA President 
Clive Haas, Big Timber. Mont.: Brig- 
adier General John A. McDavid. OF- 
futt. Air Force Base. Neb.: and J. E. 
Nelson, Lincoln, association secretary. 
President Vernon Allan establish- 
ed the “Look Ahead” theme of the 
convention at the opening session on 
April 22 when he emphasized his 
hope that “all segments of the Ne- 
braska telephone industry. Independ- 
ents, Bell, REA. and suppliers, with 
every individual and company. would 
continue working together to meet the 
needs of telephone subscribers in all 
areas of this state with good. mod- 
ern, and adequate telephone service.” 
“The future is challenging and 
filled with opportunities for each of 
us in the industry.” he said. *Tele- 
phone rates necessary to meet the 
needs of the operating companies 
and finance the expanding and mod- 
ernization going on with an acceler- 
ated pace throughout the state. will 
he accepted by your subscribers and 
authorized by the Nebraska Railway 
Commission if you properly inform 
both of your plans and needs... . 
The executive V.p. of United Tel. 
Co.. J. T. Naylor, following through 


on the convention’s “Look Ahead” 
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theme. told the Nebraska Independ- 
ents “There is a vast field, almost 
without limits. for those who wish to 
dream of long range possibilities in 
ihe telephone business.” 

“We have all heard much of wire- 
less exchange service, revolutionary 
signaling techniques. the electronic 
switching machines being studied in 
the research laboratories. and many 
other progressive efforts.” he said. 
“| would not for a moment discount 
these possibilities but I believe that 
by the time they become practical 
problems we will be prepared to take 
such developments in our stride. The 
immediate future is another thing 
again. With an average life of tele- 
phone plant extending to 25° years 
and more, we must spend most of to- 
day's hours thinking about this prac- 
tical and foreseeable future. if we 
do nol do so we may experience COnD- 
sequences which might be crippling.” 

Emphasizing that in the technical 
sphere of our planning, “our biggest 
hazard is a closed or lazy mind.” 


Naylor stated, “our satisfaction with 


Been! 





stereotyped service techniques, al- 


though they may be tried and true. 
have chained us to obsolescence be- 
cause of the advent of new methods.” 

“It has been my impression that 
conventions such as these and the 
trade press perhaps serve their most 
constructive role through enlarging 
our perspective and understanding of 
new techniques.” he said. “It is not 
appropriate that we should be gadget- 
minded or enthusiastic about every 
prospect demonstrated to us or fea- 
tured in advertising. but everything 
presented to the field is entitled to an 
interested hearing and analytical 
study. The practical and the economi- 
cal should be seized upon and ap- 
plied.” 

Discussing the commercial outlook 
for the future Naylor referred to cer- 
tain fundamental ground rules under- 
lying exchange rate and toll rate 
structures. 

“1 would not suggest revolution.” 
he said. “but | do recommend healthy 
evolution. Just as the basic telephone 
service itself has experienced a surge 
of popularity during the past 20 
years, merchandising efforts and pub- 


lic understanding have had a major 





Members of this Nebraska convention group are (I. to r.): K. L. LAWSON, 
Lincoln, new director: G. L. JORGENSON, Indianola, director: and CLELL 
ELWOOD, Hay Springs, new association president. 
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HOW THE | 
WEBSTER ELECTRIC 


‘Teletalk can... 


€ 


said 











extend communication convenience for your customers 


—and build up EXTRA revenue for you 


New 1200 series Teletalk intercommunication equip- 
ment has been especially designed for telephone 
company use to help you provide inter-office and inter- 
building communication for your commercial and 
industrial customers — utilizing standard telephone 
circuits. This will in no way affect telephone conver- 
sations in the same or adjoining cables. 

Teletalk is available from Graybar — nationally. 
Through a wide variety of models and circuit possi- 
bilities, you can fit Teletalk exactly to the needs of 
each individual customer. Wherever there is a need 
for amplified communication, a discussion of Teletalk 
convenience can lead to an immediate increase in your 
lease revenue. Call your nearby Graybar office for full 


810 


details or write for Bulletin MI2AI-1. 


420 Lexington Avenue 
New York 17, N.Y. 





GRAYBAR ELECTRIC COMPANY, INC, 


Above: This 12-station 


Teletalk 1200 Series can be connected to pro- 
vide secretive or non-secretive communication with 
other stations. Mode's are available from six to 
48 station capacity. Below: Two-way conversa- 


tion is provided over 
zero-level telephone 
lines with this Teletalk 
RM-B (AC) remote 
speaker station. Con- 
tains its own power 
supply, amplifier, atten- 
vating pad and line- 
matching transformer. 





Since 1869 
ont US pat. OFF. 






master unit of the new 




















ecTRIC COMPANY 





EL 






IN OVER 130 PRINCIPAL CITIES 
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USITA Pres., CLIVE W. HAAS, addresses Nebraska convention luncheon. 


impact on those service offerings 
previously classified as ‘special’ or 
‘supplemental . 

“Most of us have gone through at 
least parts of the candlestick. hand- 
set. and color evolutions in the busi- 
ness. The era of telephone portability, 
multiple extensions, uni-location  sig- 
nalling and loudspeaking telephones 
is upon us. These added to record- 
ing techniques, data transmission, and 
the increasing demand for private 
line voice, message and digital fa- 
cilities recommend a sharp and cri- 
tical look at the over-all rate and com- 
There is a vast 


mercial programs. 


latitude for the judgment factor in 
establishing rates under an optimum 
value of service and cost of service 
balance. It is possible that we have 
already oulgrown many old concepts 
wherein the idea of ‘special’ and 
‘supplemental’ were the bases for 
either superficiality or downright 
carelessness in the fixing of rates.” 

Pointing out that one of the di- 
lemmas confronting the private en- 
lerprise culture today is that of find- 
ing sound bases for meeting those 
legitimate demands which are inher- 
ently uneconomic, Naylor said the 
idea of subsidy, or taking from one 
to supply the needs of another, has 
been a prerogative of government 
and the socialistic approach. 

“We seem to have a serious prob- 
lem in this respect in this ‘area cov- 
erage ideal which we are all reach- 
he said. “The 


problem is complicated not only by 


ing out to achieve.” 


new demand in remote areas where 


serving costs are prohibitive. but in 
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having to rebuild many service sta- 
tion and cooperative facilities which 
erew out of the earlier and less ex- 
acting demands of the service.” 

Emphasizing doubt that “we can 
escape from subsidy in many rural 
Naylor said, “On the other 
and a 


areas.” 
hand. informed regulation 
proper appreciation in small towns 
of the value of rural communications 
to the commercial welfare of these 
small communities is developing a 
fairly sound apportionment to base 
rate area rate schedules to enable 
reaching out to the boundaries of the 
exchange and the marketing area.” 

*There has been a steady liberaliza- 
tion of line extension rules until it 
appears that we may be approaching 
the limit without imposing inequities 
and making subsidies too flagrant in 
the rate structures.” he said. “On the 
other hand, timing and rural service 
planning on a composite exchange 
basis oftentimes presents a practical 
solution or goes far toward enhanc- 
ing rural service under tenable com- 
mercial principles.” 

To meet the rural problem, Naylor 
the 


improvement 


recommended undertaking — of 


wholesale rural pro- 


erams, engaging the cooperation of 
local Chambers of Commerce and 
civic clubs in generating the farmers’ 


interest in such programs. 


“This be made to coincide 


with dial conversion projects or may 


may 


be justified in and of itself.” he said. 
“Such methods avail of the inherent 
efficiencies of concentrated effort on 


a major scale. They also may permit 
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the application of line extension prin- 
ciples to a sufficient number of ap- 
plicants under varying conditions to 
reduce the initial unit cost for every- 
one to an acceptable figure or pos- 
sibly to eliminate subscriber invest- 
ment participation entirely. 

“In setting up a wholesale rural 
‘clean-up’ program, I believe it will be 
found that many of the disproportion- 
ate expenses to the applicant of ord- 
inary line extension rules, when ap- 
plied on a line by line basis. may be 
averaged out to a minimum agree- 
able figure if applied to the complete 
problem in the rural districts of an 
entire exchange. There are no abso- 
lute answers. but in developing rural 
commercial concepts. [| believe we 
need to draw fully upon our prac- 
tical imagination to get the job done. 
as contrasted to a negative or hide- 
bound approach.” 

Looking to the present and future 
financial problems of the industry. 
Naylor recommended ultra-conserva- 
cautious financial 


and a 


tism pro- 


eram “unless you are a company 


which has substantially more than 


1.000 5.000 


preferably as an optimum. 


stations. and 
10.000 


stations: 


stations per company.” 

“With such a development, and 
assuming the exchanges are reason- 
ably accessible and preferably inte- 
erated and contiguous, the basis for 
healthy permanent growth and_re- 
placement can be established under 
orthodox methods of borrowing 
money and bringing in new  inves- 
tors,” he said. 


Reporting that the USITA Small 
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Company Committees and the indi- 
vidual owners of small companies 
have shown many favorable results 
along these lines over the past few 
vears, Naylor said. “the trend seems 
inevitable if telephone folk are going 
to measure up to the demands of net- 
work communications and modern 
erades of telephone service.” 

“Sizeable properties must be de- 
veloped under partnership or cor- 
porate management.” he said, “in 
such fashion as to look good to the 
banker and the insurance company 
for long-term loans. Our operations 
should also look good to community 
leaders who may have a little cash 
for investment. Foundations of credit 
and progress that will be of genuine 
interest to the other fellow must be 
erected. Sole proprietary ownership 
has become precarious: it takes too 
much money to do the service job 
right. A pooling of resources by con- 
solidation under the corporate or 
partnership form is a protection of 
investment, a protection of income 
and a source of capital growth... .” 

The Chairman of the Nebraska 
State Railway Commission. Joseph J. 
brown, emphasized his belief that 
“too much emphasis cannot be given 
to the importance of good public rela- 
tions on regulation.” 

“AIL business.” he said. “includ- 
ing the telephone business. in a dem- 
ocratic country such as ours begins 
with public permission and exists by 
public approval. The term ‘Public 
Relations’ as applied to the telephone 
industry means simply the state of 
the public's feeling and attitude to- 
ward you. Public attitude is the re- 
sult of all impressions made by you 
and your employes as well as by the 
actions and statements of those out- 
side of the telephone industry.” 

Commenting that “every telephone 
company in Nebraska should con- 
stantly strive to create and maintain 
the best possible public attitude to- 
ward the industry. Chairman Brown 
stated. “Your objective should be to 
earn a reputation that you furnish 
vood service, fairly priced: that you 
are a good company to deal with, to 
work for and that you and your em- 
ploves as well as your company are 


eood citizens in the community. As 


I see it, public relations is a way of 


single person. It is a job for every 
individual connected with the tele- 


phone business whether it be the 


owner, the president, the manager. 


life of a business and not a job for a the operator, the installer, or the 


janitor. “If the telephone company 
is to enjoy good public relations, 


(Please turn to page 76) 





Some Aspects of Regulation 
By JOSEPH J. BROWN 


Chairman, Nebraska State Railway Commission 


HE success or failure of a telephone company depends upon several 
very important parts. Each part is of equal importance to the whole. 
The part your association represents is all important. 

| am here today representing another very important part of your 
industry; namely, the regulator. Some might say that a regulator should 
not call himself a part of your business. I do not hesitate to do so, for 
while we serve as the guardian of people’s rights and welfare, we also 
have a statutory and quasi-judicial duty of safeguarding your industry 
so that it can continue in existence for the purpose of serving these 
very same people. 

Looking back over my years of experience in the field of regulation, 
| am certain that it is necessary to have one central idea. That is this: 
Regulatory bodies must have a balanced view looking toward stimula- 
tion of expansion rather than only the cost of service to the public. 

We must not lose sight of the fact that the fulfillment of a commis- 
sion’s obligation to the public can be achieved only when the utility 
is in a consistently sound financial condition. The interest of the con- 
sumer is inescapably linked to the condition of the utility. 

Only the financially strong company can obtain the money needed 
to meet public demand for service. Commissions as well as utilities 
must have a long-range plan. 

One illustration of why a telephone company must be in a healthy 
financial position concerns planning for the future. If the company is 
not in a sufficiently financially healthy condition to take advantage of 
long-range planning: if it is forced into taking the short-range plan, 
in the long run it is the customer who suffers. 

It has been said that problems which confront the regulator when a 
business is successful are as nothing compared with the problems which 
confront him when a business doesn’t have the money to do what 
ought to be done. 

The Commission that fails to permit a company to continuously earn 
a reasonable and fair return is not. in my opinion, properly protecting 
those who depend on regulation and see that they receive efficient and 
dependable service. 

As a part of our responsibilities as regulators, we must provide you 
of freedom to build your strength to meet your problems. 


the degree 

Only in a nation such as ours, where the fullest opportunity is given 
to individual incentive and team play. could the use of the telephone 
have grown to its present high development. and with a future outlook 
that is full of promise for continued progress. 

| am confident that the surest way for you to keep on making pro- 
eress and to continue as a private enterprise, is lo continue lo so serve 
the public that they will want this vital telephone service entrusted to 


your charge and care. ldapted jrom a paper presented at the 1958 


convention of the Nebraska Telephone Association. 





YOUR JUNE 15, 1958 TELEPHONE ENGINEER & MANAGEMENT 73 













See the Man from Anaconda for 


Paper-lead Telephone ¢ 
in the type and size you need... - 


Choose Anaconda Paper-lead 
Telephone Cable 
in the type you need. 






PAPER-LEAD for aerial and duct use. 


POLYETHYLENE PROTECTED LEAD CABLE offers high 
resistance to corrosion and electrolvsis. 







JUTE PROTECTED 
electrolysis. 






BURIED TAPE ARMORED LEAD CABLE (2 layer steel) 
for areas subjected to low-frequency induction 
from nearby power lines. 






ALPETE 
alumitr 





I -_ 


te 


ie . ile 
direct burial cable where mechanical protection ANACONDA PAPER-LEAD TELEPHONE CABLE being installed near Harold. Kentuck 


is needed. 


Ps 


S. 







GOPHER PROTECTED LEAD CABLE ( | layer steel ) 








Cable from 6 to 2121 pairs— 


... when and where you need it! 


Anaconda offers you everything you need in paper-lead Choose Anaconda Paper-lead Tele- 
phone Cable in the size you need. 


telephone cable—produced in a new, modern plant devoted 
exclusively to telephone cable products. Telephone experi- 
enced personnel who understand your problems utilize the 
latest, most exacting quality control standards—to produce 
quality telephone cable. And order service is prompt and 
efficient wherever you are because of a national network 
of distributors, Anaconda sales offices, and mills. 

Call your Anaconda distributor or the Man from Ana- 
conda for your paper-lead telephone cable needs. Also— 
write for new Catalog DM-5771. Anaconda Wire & Cable 
Co., 25 Broadway, New York 4, N. Y. 


Shown here is a typical unit construction for 152 pairs 
through 1515 pairs, No. 24 Awg. Following construc- 


tions also available: 
No. 19 Awg 6 through 455 pairs 
No. 22 Awg 1] ? 909 * 
No. 24 Awg 1] * 1515 
No. 26 Awg 1] " 2121 


The number in the assemblies denotes the number of 
pairs in the unit. The letters refer to the color of the 
outside pairs of the unit. GW, green-white; RW, red- 
white; BW, blue-white. The units are further distin- 
guished by a color-coded binder string. 





ALPETH — Polyethylene - insulated, low-resistance STALPETH—Paper-insulated, aluminum shield, steel 
minum shield, polyethylene jacket. tape, polyethylene jacket. 


~7) ELT 


Hi. 





303 PAIRS 






404 PAIRS 


CSN 


~ 


606 PAIRS 


= PHONE THE MAN FROM ANACONDA 


The Independent Manufacturer to the Independent Telephone Industry 


FOR TELEPHONE CABLE 


DISTRIBUTION WIRE—rural [#19], 
suburban [#22] and urban [#24]. 
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Only 3 ft.-S in. wide 
ss « 5 ft.-8S in. “low” 


@ Digs 6 to 18 in. wide. 
@ Maximum trench depth is 5 feet. 


@ There are 32 digging speeds from 
4.4 in. to 21 lineal ft. per min. 


@ Shiftable spoil conveyor is instantly 
reversible for controlled discharge. 


@ Telescopic, positive down-crowd 
boom holds accurate grade. 


@ High-carbon, cast-steel buckets have 
self-sharpening removable teeth. 


@ Hinged crumber swings out of 
way when undercutting or making 
vertical set-ins. 


@ Powered by a 46 H.P. gasoline engine. 


@ All main gears are enclosed in oil 
bath; all main shafts are on 
antifriction bearings. 


@ Weighs approximately 6500 pounds. 


Mail to: PARSONS Company, Newton, lowa 


Send us bulletin on new 77 Trenchliner 
NAME 

TITLE 

COMPANY 

DIV. 

STREET 

CITY 


P826 TE 





Take a look at the latest ad- 
dition to the big Parsons" line of 
Trenchliners — the little 77. Not much 
wider than a yardstick, this new Trench- 
liner is just right for installation of un- 
derground telephone cables and con- 
duits. Compact and maneuverable, the 
77 turns within its own length — works 
easily in congested areas. What's more, 
it only weighs about 6500 pounds — 
is ideal for quick, convenient trailer 
transport from job to job. The tiny 77 
is heavy-duty in every respect. Has 
sloping ladder boom that makes ver- 
tical set-ins — undercuts cross-pipes, 
sidewalks, curbs, gutters. Ask Parsons 
distributor for a demonstration on your 
work. Call him today or write to us. 






















A DIVISION OF KOEHRING COMPANY 
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JAMES MOORE, North- 


vice pres., 
western Bell. addresses Nebraska con- 


vention. 
what it does must be in line with 
what it says. If all of vour practices 
agree with vour promises. your pub- 
lic relations will be eood soe id 
The final session on April 25 fea- 
tured a panel discussion of “Main- 
tenance of Earning in the Small Ex- 
change. Moderator was ig EK. Nelson. 
Panel Keith Voet. 
secretary. Minnesota Telephone Asso- 
ciation: “Al” Andrews. sales) man- 
Nebraska Area. The Northwest- 
Vax 


Walker. general plant superintendent. 


members were: 


ager, 


ern Bell Telephone Co.: and 


Lincoln Telephone & Telegraph Co. 

During the business session the 
convention elected three new. direc- 
tors: Neil Youne. Cozad ( Neb.) Tele- 
phone Co.. Cozad: Joe Van Horn. 
General Telephone Co.. Grinnell. fa.: 
and kK. hi i Neb.) 
Tel. «& Tel. co. They succeeded: \ il- 
Autry. W. K. Flaming. and 
C. Ek. Thompson. 

Officers are: Clell El. 


wood. president. Hay Springs ( Neb.) 


Lawson. Lincoln, 
liam T. 
President. 
Telephone Co.: Vice President. Joe 


Van Horn. Grinnell. Ia.: 


tary-Treasurer. J. Fk. Nelson, Lincoln. 


and Secre- 


Industrial Tool Catalog 
A NEW 


log. with illustrations and = specifica- 


1958 industrial tool cata- 


tions of all Thor portable electric and 
air tools sold through industrial dis- 
tributors. has been announced }y 
Thor Power Tool Co. 

The convenient pocket-size (5 by 
614 inch) No. 85 catalog contains 17 
pages of portable power tools. in- 
cluding balancers, belt sanders. bench 
grinders. drills, generators. grinders. 
hammers, impact wrenches. nibblers. 
nut setters, polishers, sanders. etc. 


Write Readers’ Service, 7720 N. Sher- 


_ idan, Chicago 26, Ill. 
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Barran Named Pres. General of N. W.; 
Jarmon Advanced to V.P. of General Tel. 


ANNOUNCEMENT of the promo- 
Alfred J. 


lion of Barran, public re- 


lations director of General Telephone 
Co. of California to the position of 


president. General Telephone Co. of 





an 


ALFRED J. BARRAN 


the Northwest. Spokane. Wash.. was 


Donald C. 
( Orp. 


made last) month by 


Power. General Telephone 


president, 

succeeds WV. R. 
who joined General Telephone Corp. 
in New York City as vice-president 


in charge of revenue requirements. 


Barran Jarmon. 


For the past 11] vears. Barran has 
| \ 
work. 


starting with the Pacific Telephone & 


heen engaged in telephone 
Felegraph Co. in Los Angeles. The 
latter part of 1916 he joined Associ- 
ated Telephone Co., Ltd. (now Gen- 
eral Telephone Co. of Calif.) as a 
commercial representative in the West 
Los Angeles exchange. Barran then 


transferred to the general commer- 


YOUR JUNE 


cial office in Santa Monica as tele- 
phone directory supervisor. He has 
held various positions including gen- 


eral commercial supervisor and re- 
ceived the appointment as director 
of public relations five years ago. 
Jarmon’s telephone career began 
in 1929 with the Pacific Telephone & 
Telegraph Co., Portland. Oregon. In 
1937, he the Cali- 


Commission as. as- 


\ugust, joined 


fornia Railroad 
sistant engineer in the Telephone & 
Telegraph Division. 

Threatening war clouds prompted 
Jarmon to accept active military serv- 
ice in May, 1911, Commissioned a 
First Lieutenant in the Army Signal 
Corps. he was originally assigned to 


Ninth 


mand, Presidio of San Francisco. as 


Headquarters, Service Com- 
assistant Signal Officer. 


During the early occupation of 
Japan, Jarmon was transferred to 
Headquarters, Supreme Commande 
Allied Powers. Tokyo, and became 
Chief of the Operations Branch in 
the Civil 
He did such an outstanding job of 
the 
shattered 
that his 


commendation 


Communications Section. 


assisting in rehabilitation — of 
Japan's communications 
were 

the 
War Department. His job completed. 


system achievements 


cited in a from 


Jarmon was discharged from the 
Army in June. 1916, as a Lieutenant 
Colonel. 

Following his wide military ex- 
perience in Communication adminis- 
trative work, Jarmon’s first post-war 
civilian job was with the Federal 
Communications Commission as chief 


of the Rates Branch, in the Engineer- 
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W. R. JARMON 


April, 1950) he 


was made chief of the Services and 


ing Department. In 


Facilities Branch in the Telephone 


Division. In this capacity he also 
served on a number of important na- 
tional committees of the joint FCC- 
NARUC Special Staff Committee on 
Telephone Regulatory Problems. 

In February. 1951. Jarmon_ re- 
the staff of the FC( 


and joined General Telephone Service 


signed from 
Corporation as Commercial Engineer. 

In April. 1951 he was transferred 
to the General Telephone Co., of the 
Northwest — at and 
elected vice president. In October. 


1951 he was elected president. 


Spokane Was 


B. M. Witmer Elected 
V.P. at United of Penn. 

THE election of B. M. Witmer. 
Harrisburg. Pa.. aS a vice president. 
Charles B. Fishel. Lemoyne. as a di- 
rector. secretary and general auditor. 
and Rav E. Garman. Carlisle. as audi- 
The 


Please turn to page 82 


tor and assistant secretary of 
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Construction Crews Station Installers 
Central Office Installations 
Cable Splicers Complete Engineering 


J telaaSS(@)NP VME | | HENKELS & McCOY 
SERVICES nae 


Elkhart, Ind. ....... Tel. 2-5650 
Ashland, Ohio ...... ......... ....Tel. 3-7543 
St. Johns, Mich. ...... ; ..Tel. 966 
Bloomington, Ill. _.......... Tel. 6-1850 
Schofield, Wisc. ........ suse FO], 9-2542 
Ocala, Fla. .......---T@l. Marion 9-1284 





PERFORMANCE Has Buil Bueci 
WASHINGTON as Built Our Business 


1625 Eye Street, N.W. a 
NAtional 8-1990 @ TOOL BELTS 
NEW YORK = © CLIMBERS 


AND COMPANY MUrray Hill 7-4242 > events FOR 





CHICAGO THE LINEMEN and 
35 East Wacker Drive POWER COMPANY 
NEGOTIATORS FOR THE PURCHASE, SALE RAndolph 6-6760 
WRITE FOR NEW 
AND FINANCING OF INDEPENDENT DENVER F sail 
1700 Broadway 
TELEPHONE COMPANIES AComa 2-3623 is aie delat 


WESTERN HARDWARE & TOOL CO. 
122 Tenth Street, 
San Francisco 3, California 


~ 
— 
















Anchie Davis, Iuc: 
Underground Conduit And Manhole Construction 
Buried Cable 


522 Forest Street, Jacksonville 2, Florida 
Telephone: Elgin 3-7501 


CARL C. CRANE, INC. 


Consulting Engineers 


2702 Monroe Street, Madison 5, Wis. 
Telephone CEDAR 3-4210 


a eG ——— 


DANCER “’STIKFILE” CO. 
DIAL REBUILDING AY 6. WATGHELL BLUEPRINT FILING SYSTEM 
Telephone Repair & Supply Co. cousin: cdleuiaima “ee 


Hangs easily from a rack or in a cabinet. 
: 7720 SHERIDAN ROAD CHICAGO 
1760 W. Lunt Avenue, Chicago 26, Ill. FOR MAIL BOX 523 EVANSTON, ILLINOIS P.O. Box 10221, HOUSTON. TEX. 








I HYDRAULIC CONTROLLED 


— se 0 DD 5 ee On OD. EC: 


EARTH BORING MACHINES 


TUDOR AND YAGER ADHESIVE WALL CLIPS 


INC For instalistion TE 
: “"rmtew TELEPHONE WIRES 
TELEPHONE CONSTRUCTION ON THE, METAL, GLASS, MARBLE, ETC. 


WYOMING VALLEY EQUIPMENT DIV. TIPTON, INDIANA no Hotes! [TUBING] NO DRiwuna! 
VY iia WYOMING AVE., KINGSTON, PA. Phone OSborne 5-2267 GIRDER PROCESS INC. 106 Hebert St Nechananc, HL 


McGRATH pespectenee semunce POLES * CROSSARMS 


ENGINEERING, INC. RAIL or TRUCK DELIVERY 












“AT TIMBER TREATING PLANTS.” 


Consulting Engineers Of poles, crossarms, and preservative ng ie to your gH 16 sales 
’ ° ices, 34 i E Yellow P ; 
209 West 6th Street treatments. Analysis of wood preservatives. e ai in ee 1.3300. —_ 
TOPEKA, KANSAS Consulting and specifications writing. 
Telephone CEntral 2-2358 A. W. WILLIAMS INSPECTION CO, INC. KOPPERS COMPANY, INC. 
ez MOBILE, ALABAMA ( Wood Preserving Division 
777 Koppers Bldg., Pittsburgh 19, Pa. 


Inspectors stationed throughout the U.S.A. 


| SLOAN, COOK & LOWE | SPECIFY 
CONSULTING ENGINEERS UTILITY ae TELE RING eee 
for 


SUITE 1344 120 South La Salle Street PLANT 

CHICAGO SONNE TUIGNI@INE §=6Dependable and Economical Telephone Ring- 
au : ing Power Equipment. 
Appratecte—Oeigian Cont Siamese Engineered for complete satisfaction. 


Manufactured by 


TELKOR, INC. Elyria, Ohio 


Investigations 








Depreciation, Financial, and Other | 
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MEANS 


STROMBERG 


CaRisonm 


ports. 


nets. 
SALE PRICE 


SCOOP . . FIRST OFFERING 
Brand New WECO 7D-3 DIALS 
for 500 series telephones, black. 
$4.00 each. (lots of 50 or more 
$3.50 


TERMINAL BOXES .. . New, plas- 
tic, telephone connecting blocks for in- 
stallers. North Electric H-268 Ea. 19¢ 
100 or more 17¢. Connecticut Ea. 12¢. 
100 or more 10¢. 

JB-11 Galvanized 16 pair Terminal Box, 
reversible, 16 pr. w 4 ft. lead cuble 
stub. Each $4.50 (lots of 10 or more 
$3.50 

REPEATING COILS #75-A 
mounted on wood base, galvanized 
housings. Brand New, cach $5.00 (lots 
of 10 or more $3.50 ea.). 77A Rpt. Coils, 
5 screw terminals on phenolic base, type 
C-161., Brand new $2.00 (10 or more 
$1.75) 

STROWGER AUTO. SWITCHES. 
connector intercepts, test distr. assem- 
blies, H carrier equipment, many other 














EVERYTHING 


In Telephone Printing 


EQUIPMENT CORP 


LAWRENCEVILLE, ILL. PHONE: 782 





Two 





Consulting, Engineering, Instal- 
lation and Construction 
There is no substitute for Experience 
We've had it. 

Gene R. Daubendiek, Pres. 
Telephone Construction, Inc. 
EVergreen 6-2626, Jefferson, la. Box 267 
After Hours EV 6-2313 





NEW MAGNETO & COMMON 
~ DEAES 2. . 
Kellogg & Stromberg-Carison. 
price $295.00. 

SALE PRICE, only 


never 


BOARDS . . 


Navy Surplus, 
pack and complete with prints, operator’s handset, spare 
Capacity 100 lines, 50 equipped with drops and 
jacks, wired to 15 ft. 51 pair cable, 10 cord circuits with 
repeating coiis and night alarm. Green hardwood cabi- 
Order today. Brand new, $295.00. 





SAVE $$$$! 


BATTERY SWITCH- 
SUPPLIES. Magaeto mfg. by 
Order today. Reg. 


$199.50 


used. In original factory export 


$199.50 

i ¥ wees 

= - « 
maa —— 

. - - 4 

eens be ome 

o& 
@#d@e¢@@¢@tet4eteeeee be eed 


@e@e@eeesntetbee 
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WESTERN’ ELECTRIC BD-116-B 
CORDLESS PEX. Western Electric 
Bd-116-B cordless PBX (patterned after 
WECO PBX 506-BO 5 trunks, 12 lines, 5 
connecting circuits. Trunks for dial or 
manual service. Green cabinets, New 
and Perfeci. Reg. $195.00. SALE PRICE 
$145.00 

BATTERY ELIMINATORS, by Auto- 
matic Electric. 24 Vols, 3 amp., (will 
work nicely with BD-116-B switchboard) 
New $58.50. Like new $42.50 
RECTICHARGERS .. . 24 
cells, 2 amp. Mfg. by Raytheon. 


vol:, 11 
New 


bargains at low prices . . . write for HELLER STAPLERS .. . Telephone In- 
complete fist. (all items f.o.b. Sacra- stallers. Brand New, Heller 1-2. Each 

R & D Corporation mente, Caney $15.06 
Telephone Equipment & Supplies, 


Manufacturers Of 
Locust Insulator Pins, 


LORIS SALES 


P. O. Box 1896-E 





Prices quoted on any amount 
on request. 


R & D CORPORATION 
Box 273 Bristol, Tennessee 


Your card in the “Profession- 
al Services” Department of 





Communication Systems, Electric Transmis- “Telephone Engineer & 
sion and D.stribution Systems Z i . 
ASSOCIATED ENGINEERS, INC. Management” will bring 


CONSULTING ENGINEERS 
1127 Alderson Ave. 
Billings, Montana 
TEL. 2-41153 


your services to the atten- 
tion of the men who specify 
and order the services, equip- 
ment, materials and supplies 





USE TELEPHONE ENGINEER 
AND MANAGEMENT’S 
CLEARING HOUSE 
To locate workers—jobs 
merchandise. 


A small ad covers the field. 


needed by 


4,273 Telephone Companies 
21,439 Central Offices 
17,770 Exchanges 
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wire and coble. 
907-2nd St., Sacramento, Calif. 








Reach The Top! 


“Professional” advertisers al- 
most invariably report 
prompt and satisfactory re- 
sults. 

BE CONVINCED — 


send your advertisement 


TODAY! 


TELEPHONE ENGINEER 
and MANAGEMENT 


7720 N. Sheridan Rd. 
Chicago 26, Ill. 


& MANAGEMENT 


PRICES SLASHED FOR THIS 
SPECIAL SALE..... 
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OP L9L2. 





A Nl 
Za i | fale] 


NO CUTTING 
NO SPLICING 
NO TAPING 
NO ADDED IMPEDANCE 


Just a logical and economical method of connecting subscriber drops to the rural distri- 
bution wire running straight through the RDW TAP. Installation of the unit has been 


greatly simplified by the following: 

Mount the RDW TAP with the lag screw bracket to the pole without gaining. 
Provide adequate RDW line slack. 

Cut out the excess RDW messenger line slack. 


Anchor cut ends of RDW messenger wire to pole below the RDW TAP. | 


Po Nw 


Separate selected pairs and connect to face plate studs without cutting or 
splicing. 
6. Insert drops and connect to designated studs. 


The RDW TAP provides a low-cost maintenance test point, and additional drops can 
be installed without opening splices or installing additional equipment. Sizes range in 6, 
11 and 16 pair capacities. 

Protection is optional but can be added later on a pair by pair basis with Cook 
Minigap or Mytigap arresters. 


*Rural Distribution Wire 
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RDW TAP contains the salient features of the 
Cook Stranterm. 





Bracket for mounting direct to the pole Split grommets provide straight through 
without gaining. wire installation. 





Optional pair protection, accessible studs and room to 
sort selected pairs is provided by this compact assembly. 


4 OOK ELECTRIC 





— 
g Company 
COOK ELECTRIC COMPANY 
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CHICAGO 14, ILLINOIS 
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IMPROV 


_— 


ED DESIGN! ~ 


Extended mounting slot now fits ALL 


standard 12” or 8’’ pin spacings... 


eliminates costly r 


ALUM 
TRAN 


Many new carrier circuit designs call for 
a reduction in wire spacing from 12” to 
8”. Normally this means thousands of 
new pin holes must be bored... an 
expensive and time-consuming job. Now 

. the new, improved Case cross-arm 
transposition bracket with the extended 


RK 


e-boring. 


INUM CROSS-ARM 
SPOSITION BRACKETS. 


mounting slot fits all standard 12” or 8” 
pin spacings . . . eliminates the need for 
costly re-boring, and saves you thousands 
of dollars per year. If you are planning to 
re-space and transpose wires from 12” 
to 8” spacings, be sure to check first 
with Case. 


SOLD BY LEADING DISTRIBUTORS IN THE U. S. 


CASE BRACKETS .. . STRONG, 


LONG-LASTING, ECONOMICAL, 


ESPECIALLY ADAPTED FOR CARRIER-CIRCUIT CONSTRUCTION 
Write today for free illustrated brochure. 


TRANSANDEAN ASSOCIATES, INC. 


304 MAIN STREET, O 


SPAN-POINT 
BRACKET 
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RANGE, NEW JERSEY 


CROSSARM 
BRACKET 
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(Continued from page 77) 


United Telephone Co. of Pennsyl- 
vania have been announced by L. R. 
Thurston, president. 


B. M. Witmer. a 


for the past three years. has been 


United director 


appointed to fill the vice presidency 


B. M. WITMER 


held by H. W. Rasher. who is retir- 
ing after nearly 57 years service. 
Fishel. 


with United Telephone for 28 years. 


who has been associated 


succeeds Rasher as a director, gen- 


eral auditor and secretary. Garman. 


CHARLES B. FISHEL 


another United Telephone veteran 


will fill posts formerly held by Fishel. 
Rasher. who has been active in 


Y.M.C.A. for 


many years, has headed The United 


and Masonic affairs 
Telephone accounting department for 


27 years. His retirement plans include 
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A HALF CENTURY OF SERVICE TO THE UTILITIES 


COMPANY ® FRANKLIN PARK, ILL. 


Ask Reliable’s man for a 
showing of our 15 minute 
sound-color film, 

“The Strandvise Story” 
You'll see how it’s made, 
how it’s tested, how it’s used. 





Kellogg carries your line st 


FLOTROL CS Units (Carrier Supply) will 
furnish uninterrupted power for all carrier 
or repeater operations. Normally operate 
from 60-cycle line but transfer to exchange 
battery in case of power failure. Models 
available with and without signal lamps 
are available for replacement purposes and and alarm features. Regular unit provides 
for use on new equipment. Made by KOILED 0.5 ampere at 130 volts. Heavy-duty unit 


KORDS, INCORPORATED. rated 1.5 amperes, 120 or 130 volts. 
LORAIN PRODUCTS CORPORATION. 


Koiled Kords—Customer satisfaction and 
long service life are assured with Koiled 
Kords retractile telephone cords. Black and 
colored cords in standard and extra lengths 


Type 177 Terminal-Loading Case. A 
cast aluminum combination terminal box 


and housing for loading coils. For use with 
the new rural distribution wire for 6, 11 
and 16-pair capacity. Available in 8 types. 


Outstanding Battery Performance is 
yours when you choose Gould Plante Bat- 
teries. Thick, grooved, pure lead positive 


plates give many years of trouble-free serv- 
ice! Made by GOULD-NATIONAL BATTER- 
IES, INC., the finest money can buy. 


Terminals, available with or without pro- 
tectors, accommodate loading coils of 88MH 
or 44MH_ inductance. COMMUNICATION 
EQUIPMENT & ENGINEERING CO. 


It is good business to have supplies available when you need them 

so that your linemen are not held up. But you do not have to tie 

up a large amount of capital. Kellogg will back up your 

inventory for you. Many operating companies rely on Kellogg to 

do this because Kellogg devotes more warehouse space to serving 

the Independent Telephone Industry than anyone else in the business 
The supplies are in stock waiting for you. Shipments are prompt. 
You get the supplies you want, when you want them! 









supply inventories for you 





Really New! Reliable Series 2000 Station 
Protector. Phenolic fuse mount, flexible neo- 
prene base with integral wire entrance seal- 
ing slots, redesigned fuse mount, and ter- 
minal post. All metal parts are bronze, 
aluminum, or stainless steel. Made by 
RELIABLE ELECTRIC COMPANY. 





Simple, Quick, and Sure!—For splicing 
two wires of different sizes, there's nothing 
simpler than using Nicopress reducing 
sleeves ond the Nicopress 31-DC tool. 
Splices are always tight and strong. Made 
by the NATIONAL TELEPHONE SUPPLY 
COMPANY. 












Crapo Pretied Splints can be attached 
to insulator on the ground. Easy to install. 
Save time and labor. Permit resagging line 
wire without removing tie wire. Produced 
for galvanized steel and copper/steel tele- 
phone line wire. INDIANA STEEL & WIRE 
COMPANY, INC. 





New 48-Volt Battery Charger Line. 
Completely redesigned Raytheon Recti- 
Chargers (R) feature no load to full load 
regulation of +1%, no tubes, automatic 
compensation for rectifier aging, no audi- 
ble hum. Most compact units on the mar- 
ket—single and three phase, output from 
3 to 400 amperes. RAYTHEON MANUFAC- 
TURING COMPANY. 
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KELLOGG Warehouses and Offices: 
1515 Turtle Creek Bivd )924 Pulaski Road 1555 West Fourth Street 
Dallas 7, Texas Chicago 29, Illinois Mansfield, Ohio 


Riverside 7-5191 REliance 5-7740 LAfayette 4-651! 
KELLOGG TWX: DL-02 TWX: CG-3296 TWX: MANS.-0-132 
4501 a oad 
K 165 Prospect Street 1594 Southland Circle, N. W Sania Gane Rg ~ 
Passaic, New Jersey Atlanta, Georgia HUmbotdt 3-7085 
PRescott 9-3610 Sycamore 4-244! TWX: KC-686 
TWX: PAS-1067 TWX: AT-35i ‘ 
KELLOGG SWITCHBOARD AND SUPPLY COMPANY poe Me rear 
23 Broderick Road 6100 Excelsior Blvd International Standard 
A Division of International Telephone and Telegraph Corporation Burlingame, California Minneapolis 16, Minn Electric Corp 
p grap Pi AXford 7-5780 WEst 9-6715-6 50 Church Street 
6650 S. Cicero Ave., Chicago 38, Ill. TWX: SAN MATEO-06 TWX: MP-1195 New York 7, New York 


Telephone: POrtsmouth 7-6900 











. 


(COMMERCIAL 


It’s as simple as that! .. . and 
Commercial installations are 
proving this point to hundreds 
of users year after year. So 
whenever you order cords—re- 
member, A-B-C and be satisfied! 


You name ’em...we make ’em! 





e Straight Neoprene-Jacketed Instrument 
Cords with twisted or parallel inners. 


e Neoprene-Jacketed Retractable Cords. 


e Nylon Operators’ Cords and Switchboard 
Cords, with or without plugs. 


@ Neoprene Handset Cords with moulded 
strain reliefs. 


All Commercial Instrument Cords 
Now Available in Color 


Write for Catalog, Samples 
and Prices. 


COMMERCIAL CORD 
AND SUPPLY CO., INC. 


CLIFTON SPRINGS, N. Y. 
Phone: HOward 2-5111 






QUALITY CORDS FOR ALL MAKES AND 
TYPES OF TELEPHONE INSTRUMENTS 
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H. W. 
moving with his wife to their new 
home on the Isle of Capri, Fla. 

United directors reelected by the 
shareholders are: James H. Earley, 
Alden L. Hart. Ross B. Hartman. 
John C. Kelley, C. A. Scupin, John 
(;. Siemons. L. R. Thurston. and B. 
M. Witmer. 

Officers elected in addition to Wit- 
mer. Fishel and Garman were: Board 
Chairman, Alden Hart: President and 
General Manager. L. R. Thurston: 
Vice Presidents, C. A. Seupin, John 


T. Naylor; Treasurer Ross Hartman, 


and Assistant Treasurer Ardella 


Davis. 


General of Calif. Names 
Gage, P. R. Director 
PROMOTION 


public relations supervisor for the 


of George Gage. 


General Telephone Co. of Calif. to the 
position of public relations director 
has been announced by Edwin M. 
Blakeslee. president. 

Alfred J. 
who has been named president of 
General Telephone Co. of the North- 
west, Spokane, Wash. 


With a decade of telephone experi- 


¥ > 
Gage succeeds Barran. 


ence behind him, Gage will be re- 
sponsible for the companys public 
relations in its 32 exchanges. His first 
position with the company was store- 
man in Santa Barbara. Gage subse- 
quently held positions as engineering 
fieldman. engineer in’ research and 
planning. and field engineer. 

Born in Oregon, Gage attended 
Marymont Military Academy in Ta- 
coma, Wash. and Vancouver High 
School in Vancouver. Wash. He is a 
eraduate of the University of Cali- 
fornia. During World War Il. Gage 


served in the South Pacific. 


Fillmore (N.Y.) Tel. Co. Boosts Rates: 
Gulf States Accepts Athens Rate Offer 


@ The New York Public Service 
Commission accepted a tariff amend- 
ment filed by The Fillmore Telephone 
Co. designed to increase its rates ef- 
fective May 1. The company provides 
service to nearly 1,000 telephone. sta- 
tions in Fillmore. Blue Stone, Center- 
ville. Houghton, Hume. Pike, Ross- 
burg, Short Tract) and Wiscoy in 
Allegany and Wyoming counties 
through a magneto switchboard in 
Fillmore. 

The company is now engaged in the 
rehabilitation of its system and plans 
to convert to dial operation early next 
vear. Meanwhile, it has enlarged its 
switchboard facilities in order to 
render more adequate service. 

In filing its new tariff, the com- 
pany reported a substantial operating 
loss in 1957 and said that operating 


expenses for the next 12 months will 
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increase further. It is expected that 
the additional revenues will produce 
about $9,000 additional annual rev- 
enue to enable the company to meet 
operating expenses and earn a fai 
return on its investment. 

Under its new tariff, the company 
fon 


residential individual. four-party and 


will increase monthly charges 
rural service by 75, 25 and 50 cents 


Increases for business 
$3.00 for individual 


lines. $1.50 for four-party 


respectively. 
service will be 
service. 
$2.00 for rural service and 50 cents 
for 


cents monthly will be made for 


extensions. A surcharge of 25 
the 


use of handsets. 


@ Gulf States Telephone Co. has 
accepted the Athens, Texas. offer of 
a 25 increase in rates. thus ending 


MANAGEMENT 





four vears of negotiations. Company 
had requested an increase of approxi- 
mately 806¢ and that figure was the 
subject) of debate for almost four 
Vears. 

The city said it found the new rate 
the 
“will produce gross revenue sufficient 


to enable the Gulf States Telephone 


schedule under 25° increase 


Co. to earn a fair rate on the present 
value of the property used and use- 
ful in rendering local telephone serv- 
ice in’ Athens.” 

@ In Texas. General Telephone 
Co. of the Southwest increased rates 
(160 


(79 


dial): 


dial): 


al: Gregory stations, 


Summerfield stations. 
(189 


and. Bishop (1191 stations, conver- 


Gustine stations, magneto) : 


sion to dial). 


@ In Illinois. the Commerce Com- 
mission authorized the Northwestern 
Pelephone Co. to increase rates at 
Jo 


Daviess and Whiteside counties. The 


exchanges in Stephenson, Odgle. 


companys net annual revenue’ will 


rise $178.129, amounting to a return 


1 


of 5.35 per cent on property valued 


at $1.575.000. the commission. said. 


SBR 
the company, said the rate increase 
will 


needed financing for expansion and 


Schroeder. vice president of 


“enable us to proceed with 
service) improvement.” 

In granting the rate increase the 
state Commerce COMmission ordered 
the telephone company to reduce the 
load on rural lines to 10 or less sub- 
scribers. rehabilitate switchboards. 


add_ toll the 


Freeport exchange and tributary ex- 


and circuits between 
changes on the basis of a traffic sur- 
vey to be made. and add necessary 
those exchanges 


cable facilities in 


now showing evidence of congestion. 


@ [llinois Commerce Commission 
authorized the Hoopeston Telephone 
Co. 


connections, 


to increase charges for service 


inside and in- 


The 


company revenue about $2,150 per 


moves 


stallations. increase will boost 


year. the Commission said. 


Railroad & 


authorized 


@ In Minnesota the 
Warehouse 


the New London (Minn.) Telephone 


Commission 
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Co.. to increase rates. A schedule of 
interim rates, applicable prior to in- 
stallation of dial service, will produce 
a 5.680 return on a $48,210 rate 
base. Rates applicable after the con- 
version will produce 6.080 return 
on $138.960 rate base. 

Minnesota commission also author- 
ized Pioneer Telephone Co. of Me- 
Leod County to increase rates at Glen- 
Plata. Silver Lake. 
Stewart, Lester Prairie. and Buffalo 


Lake. The new rates, effective upon 


coe. Brownton. 


completion of dial conversions. will 
produce 6.01 return on $1.082.383 


rate base. 


@ The New York Public Service 
Commission has accepted a_ tariff 
amendment filed by The Woodhull 


Telephone Co. designed to increase 
rates to all of its subscribers. It is 
estimated the new rates will produce 
about $1.360 additional revenue. 
The company provides dial service 
to about 190 telephone stations in 
Woodhull and surrounding rural por- 
tions of Steuben County. Its future 
Addison Tele- 


phone Co., an affiliate, is now under 


merger with Home 
consideration. 

Monthly residential rates are now 
$2.00 for party-line service and $2.50 
service. These 
60 


and $1.00 respectively and charges 


for individual line 


rates will be increased by cents 
for extension stations will be increas- 
ed from 50 to 75 cents monthly. 
Monthly business service rates are 
now $2.50 for five-party or multiparty 
rural service and $3.50 for individual 
the tariff, 


the monthly charge for multiparty 


line service. Under new 
rural service will be $1.10: five-party 
service will be replaced by two-party 
service for which the 
$5.00. and the individual 


will be $5.75. 


rate will be 


line rate 


Railroad & 


approy ed 


@ In Minnesota the 
Warehouse 


rate schedules for the Johnson 


Commission 
new 
Telephone Co. Remer. and the Akeley 
Telephone Co., Akeley. Johnson Tel. 
Co. effective 
conversion, will produce return of 
2.7 on $250,149 rate base. Akeley 
Tel. rates will produce return of 5.8% 
on $30,702 rate base. Akeley ex- 


rates, following dial 


change was converted to dial in 1945. 
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ADVERTISING, Directories — General Tele 
phone Directory Co., 1800 Oakton Street, 
Des Plaines, Ill.—[ ADV. 1] 





BELTS — CLIMBERS — COMPLETE LINEMEN’S 
EQUIPMENT, W. M. Bashlin Co., Bashlin 
Bldg., Grove City 1, Pa.—[ADV. 2] 


BOOTHS—Acoustic Telephones — Sherron Me- 
tallic Corp., 1202 Flushing Ave., Brooklyn 
6, N. Y.—[ADV. 3] 


BORING MACHINES, EARTH — Highway 
Troiler Co., Edgerton, Wise.—{ADV. 4] 


CORDS, Switchboard (with or without plugs), 
Instrument (straight and retractable in 
eleven colors). — Commercial Cord & Supply 
Co., Inc., 26 Main St., Clifton Springs, 
N. Y.—[ADV. 5] 


CORDS, Switchboard & Telephone — Runrel 
Cord & Wire Co., 4727-31 Montrose Ave., 
Chicago 41, Hl.—[ADV. 6] 


POLES, Southern Yellow Pine — Taylor Col- 
quitt Company, 217 E. Main St., Spartan- 
burgh, S$. C.—! ADV. 7 


POLES, Southern Yellow Pine — Texas Creo- 
soting Co., Orange, Texas.—/ADV. 8 


PROTECTIVE EQUIPMENT — Reliable Electric 
Company, 11333 Addison St., Franklin 
Park, I.—| ADV. 9| 


TELEPHONE EQUIPMENT AND SUPPLIES — 
Telephone Repair & Supply Company, 1760 
Lunt Avenue, Chicago 26, Il._—[ADV. 10] 


WIRE, Insulated — DATED DROP WIRE — 
Neoprene or Weatherproof — Alphaduct 
Wire & Cable Co., New Brunswick, N. J.— 
[ADV. 11 


WIRE, Insulated Drop and Bronze or Copper- 
weld — Acorn Insulated Wire Co., Inc., 36 
Freeman St., Pawtucket, R. 1.—{ADV. 12] 
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Earl H. Plaisted Retires 
From Peoples Tel. Corp. 

EARL H. Plaisted. assistant man- 
ager and purchasing agent of th: 
Peoples Telephone Corp.. Butler. Pa.. 
retired June 1. terminating a 50-veai 


career in the telephone industry. 





=o is Plaisted was employed in 1907 by 
the Peoples Telephone Corp. as a line- 
i man. In the fall of 1907 he went to 


work for the Standard Steel Car Co 





a 











The built-in steel rip wire in WB 
Inside-Outside Station Wire adds quick, 


easy stripping to the already recognized 


EARL H. PLAISTED 


as an electrician, where he learned to 
wire up cranes, manipulators. press 
advantages of this popular neoprene hoists and generators. He returned to 
jacketed wire. It’s superior weathering Peoples Telephone Corp. in 1910. as 
qualities so necessary for long runs ee | 
In 1916 Plaisted was made wire 


outside, it’s attractive neutral brown chief and P.B:X, sepairman. He was 
color that is unobtrusive inside, makes it wire chief until 1926 when he became 
possible to use only one type of wire plant superintendent. He was it 
: : charge of the entire operation of the 
for each installation . . . another plant department from 1926 to 195] 
WB product that provides savings to the supervising all outside construction. 
Independent Telephone Industry. In 1951. Plaisted was made assist- 

ant manager and purchasing agent. 
and he held this position to his re 
tirement. 

Associated with Peoples Telephon 
Corp. since its earliest years. Plaisted 
was a dominant force in the growt! 
This wire is REA approved of the company to its present stature 
He has a thorough background i 
communications. plant) maintenance. 
purchasing. and plant construction. 

Plaisted is a member of the vari- 
ous Masonic bodies and the St. Paul's 


Evangelical and Reformed Church. 





WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT Alden: 
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suppliers NEWS rims 


+ e. ee rected by Henri Busignies, now presi- 
T&T Consolidates Research Activities dent of Federal C Riiiumacaceattii 


Laboratories, one of IT&T’s principal 


Into T&T Laboratories Division research units. Busignies, has been 


with IT&T for 30 years and has 
served as president of FTL for the 
last two years. He holds more than 


CONSOLIDATION of all United 
States research and development ac- 
tivities of International Telephone & ; ‘ 
an . . oes 100 patents in the fields of aerial 
Telegraph Corp. into a new division 


tis tea called 10GT Tilacmetin wee navigation, radar and communica- 
) e€ Ce 2 @ ac < 2S as ‘ 


, tions. The headquarters of the new 
announced last month by Edmond 7 ere 


H. Leavey, IT&T president. 


“This new organization will direct 


organization will be at 500 Wash- 
ington Avenue, Nutley, N. J. 


° ° -~_ ‘ ae sauna oe Nn. 
all work in our several American lab- More than 3500 scientists, en 


oratories,” Leavey said. “It will han- gineers, technicians and other per- 


dle all electronics and communica- sonnel are employed in the various 


tions research assignments originat- laboratories, which have total floor 


ing from IT&T’s operating divisions, space of more than 570,000 square 


industry, the military services and feet. The research and development 

other government agencies ” fields they cover include radio and 
> as » & ee 

The new IT&T Laboratories will 

include facilities at six major loca- 


tions: Nutley and Belleville, N. J.. a ona 
Alheo. Calif. HENRI BUSIGNIES fuzing, check-out, launching and 


wire communications; telephone and 


telegraph switching; missiles, includ- 





ing missile test, guidance, homing, 


San Fernando and Palo 


all units of Federal Telecommunica- Also to be incorporated in the new ground support equipment; counter- 


tion Laboratories; the research and division are flight test stations at the | measures and counter-countermeas- 


development facilities of Farnsworth ‘Teterboro and Lincoln Park, N. J. ures; radio navigation, radar and 


Electronics Company in Fort Wayne. airports, and test installations at Tele- electronic systems, infra-red systems ; 
Indiana, and a research and develop- graph Hill in Hazlet, N. J., Great industrial automation and instrumen- 
ment group in Kellogg Switchboard River, N. Y., and Atlanta, Ga. tation; and data processing. 

and Supply Company, Chicago, Ill. The IT&T Laboratories will be di- Greatest concentration of IT&T re- 


* 


ee . : Sa ' ™.) * 


Wu ss = x < & E & 
‘ y ee % rT. '@ 
Jone, ete . mar 9 


t: 
<. 


Seventy five telephone engineers and executives at final SATT symposium at the Barringer Hotel, Charlotte, N. C., 

pause for photo before dinner. This symposium, the last in a series of eight, held throughout the country, was held on 

March 25. F. L. Kahn, Systems Consulting Engineer, and L. L. Ruggels, Chief Telephone Engineer, both of Auto- 

matic Electric, presided at each of the sessions. The series of symposiums was conducted for the purpose of instruction 

on SATT equipment and was attended by approximately 500 executives, engineers and traffic personnel representing 

Independent telephone companies, Bell connecting companies, The American Telephone & Telegraph Co., Bell Tele- 
phone Laboratories, the Rural Electrification Administration (R.E.A.) and U. S. Army Signal Corps. 
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| search activity is on the 9l-acre site tion of a new building which will 
of Federal Telecommunication Lab- have 100,000 square feet of floor 
oratories in Nutley, where the facil- space devoted to radio communica- 


ities are being enlarged by construc- tion, and electronic systems. 


Motorola Communications & Electronics 
Names Four To New Sales Positions 


THE promotion of four men in — regional sales manager is Ed Vogel, 
field sales-administrative positions has who had been a zone manager there. 
been announced by Motorola Com- Named to two new special sales 
& Electronics, Inc., a posts are Pat Kelly and Bob Swift, 





munications 


wholly owned subsidiary of Motorola, who had been sales engineering ad- 
locates Trouble- Inc. ministrators in the eastern and mid- 
wie 
Wesl areas respectively. 


Harry Ronan has been named man- 


LOCATOR-TESTER—Model A ee ae ae eae ee , 

sali Two-Way ne Sales, a new Copperweld Steel Announces 
MIDGET DETECTO-METER—Model D-1 position, for the 15-state eastern area New “Alumoweld” Wire 

| reporting to Lowell White. vice presi- COPPERWELD STEEL CO. has 


DB METER—Model K dent and eastern area manager. announced it is ready to accept orders 
EXPLORING COIL AMPLIFIER—Model E | Replacing Ronan as New England — for “Alumoweld” wire. a completely 
DUAL ELECTROLYSIS VOLTMETER—Model 6 
LINEMAN’S TEST SET—WModel H 
TRANSISTOR OSCILLATOR—Model J 
COMMUNICATION TEST SET—WModel JK 
CABEL TESTER—Model L 

INTER COMMUNICATION UNIT—Model M | 


Division of Instrument Laboratories 


Chicago 10, Illinois 


BITES! Uohs | HARRY RONAN ED VOGEL 
TICKS-OFF repels, -(ff ' | : 
kills disease-bearing | aa . 
Chiggers, Ticks, Mos- 


quitoes, Black Flies, 

etc. A few seconds GHIGGER & MOSQUITI 
spray protects all day. 

Contains 5 basic repel- Susecl Reoellul 
lents proved best by ALSO REPELS FLIES _ Gals 
. : ig aca by ; 
. S. and State For- ' , j 
estry and Wildiite fa gaan, 
Services, loggers, etc. 
Harmless to humans. 
America’s top spray-on 
repellent. 








MINE SAFETY APPLIANCES CO. 
54 Branches Everywhere 
Home Office: Pittsburgh, Pa. 








USE TELEPHONE ENGINEER 
AND MANAGEMENT'S 
CLEARING HOUSE 
To locate workers—jobs— 

merchandise. , 
A small ad covers the field. | _ PAT KELLEY BOB SWIFT 
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new product for use in_ electrical 
transmission and distribution lines. 
William W. 


vice president in charge of the Wire 


According to Ege, 
& Cable Division, Copperweld is the 
first company to apply successfully a 
heavy cladding of aluminum to a 
steel rod by a controlled weld pro- 
cess. The new product is composed 
of 25 per cent of aluminum by area 
as compared to much smaller percent- 
ages for aluminum covered steel wire 
made by other processes. 

had 
been developed by the company joint- 
ly with Battelle Memorial Institute, 
Columbus, Ohio. A pilot plant near 


Kee said the new product 


Columbus is now in limited produc- 
tion of “Alumoweld” rods which are 
being drawn into wire at Copper- 
weld’s Glassport, Pa. plant. 

The 


cess as a “heat and pressure” pro- 


company described the pro- 
cedure on which patents are pend- 
ing. It differs from the process used 
to make “Copperweld” wire in which 
copper is welded to the steel while 
the latter is still in a heavy billet 
form. In the “Alumoweld” 
the 


rod and the bimetallic rod is drawn 


process 


aluminum is added to a_ steel 
into wire. 


Several years of research have 
gone into the development of the 
product. Among the major problems 
encountered was applying a soft, rela- 
tively low melting point metal onto 
the 


avoiding the intermetallic compound 


hard steel and at same time 
which had resulted in a brittle bond 
in previous atlempts to produce an 
aluminum wire with a_ steel core. 
“Alumoweld” retains its firm bond, 
one-metal quality even when being 
drawn into a very fine wire. It has 
the advantages of better corrosion 
resistance, better conductivity, lighter 
weight and high strength. 

Kee said, “We expect *Alumoweld’ 
to find a major market in overhead 
eround wires and ACSR (aluminum 
conductor, steel reinforced) — trans- 
mission and distribution conductors. 
“Alumoweld’ cores can be introduced 
ACSR 


increasing the price. 


into conductors without ap- 


preciably 
**| would like to stress that ‘Alumo- 


weld’ will augment ‘Copperweld’ 


wire. Essentially ‘Alumoweld’ will 
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“Now—call 


WOODINGS-VERONA 


for top quality and 
prompt service in 


POLE LINE 
HARDWARE!” 


You can rely on, Woodings-Verona 
—producer of quality hand tools 
* for 85 years—for dependable per- 
formance in Pole Line Equipment, 
Porcelain Insulators and Mand 
Tools. Examples of hot-dip galvanized products seen below, 
include: Anchor Rods, Bolts, Guy Clamps, Insulator Pins, and 
Straps. 

What’s more—to insure prompt, efficient delivery —Woodings- 
Verona maintains substantial inventories at all times. Call us 
today (Oakmont 1000). Your order will be filled quickly and 
efficiently. Ask for literature. 


WOODINGS- Yy VERONA 


Since 1873 
VERONA, PA. (Pittsburgh district) 


MRAVAARA 


D> s 


WY 


4 


ELECTRICAL MATERIALS DIVISION - 
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find a market where reinforced elec- 
trical grade aluminum is desirable, 
just as “‘Copperweld’ serves a market 
where reinforced copper wire is re- 
quired. In a great majority of cases 
these are two completely separate 
markets determined by such factors 
as conductivity, strength, and weight. 
As odrers increase, plant facilities 
will be expanded and supplemented 


to meet the demand.” 


Automatic Electric Named 
One of 10 Top New Plants 
THE AUTOMATIC Electric Co., 
Northlake, Ill., has been named one 
of the ten best new plants built in 
1957. The plant was picked from 
nearly 1,000 nationwide entries by 
Factory Management and Mainten- 
ance, McGraw-Hill publication. 
Winners will receive a citation on 
which appears an original Kent Day 
Coes water cooler of their plant. The 
citation for Automatic Electric, a 
member of General Telephone Sys- 
tem, reads “Imaginative planning and 
careful execution transformed a 167- 
acre golf course into an idyllic site 
for this efficient plant. Yet, for all 
Electric looks 


- a good neighbor in 


its size, Automatic 


like - 


a residential community.” 


- and is 
Architect-engineer-contractor was 
the Austin Company of Cleveland, 
Ohio. 

The nearly 1,000 new-plant entries 
were nominated by U. S. architects 
and engineers, regional and state de- 
velopment commissions, — railroads 
and readers of the magazine. The 10 


winning plants were required to be 


MS ERIE ITE RTETE 


IEULER ALTRI 


of “general interest and significance 
for a broad range of plant operating 
executives in many types of manu- 
facturing industries and in companies 
of all sizes.” 

Furthermore, the factories (includ- 
ing additions to existing plants which 
are intended to be separate, virtually 
self-contained production units) must 
have been all new, and must have 
heen completed between Jan. 1, 1957, 
and Dec. 31, 1957. 

Selection was based on adaptabil- 
ily to changes in production methods 
and processes; provisions for growth 
and expansion; plant electrical serv- 
ices; services other than electrical; 
employe facilities and services; main- 
tenance, and appearance of buildings 
and grounds. 

Neither size of the plant nor num- 
ber of employes was a factor. There 
was no entry fee or cost to the com- 


peling companies. 


Chase Brass & Copper Names 
Baker to Sales Position 
CHARLES W. BAKER of Los An- 
geles, Calif. has been promoted to 
assistant general sales manager for 
Chase Brass & Copper Co., a subsid- 
iary of Kennecott Copper Corp., it 
has been announced by Walter E. 
Evans, general sales manager of the 
firm. Baker, who had served as west- 
1952, 


assumed his new duties May 1 and 


ern regional manager since 
will continue to make his headquar- 
ters at the Chase office in Los An- 
geles, devoting his time to the West- 


ern and Midwestern sales regions. 


Replacing Baker as western re- 
gional manager is Allan R. Armstrong 
who moves up from his present posi- 
tion as staff manager — tubes. 
Stromberg-Carlson Advances 
Henson and Whitesel 

FLOYD H. HENSON has been ap- 
pointed patent counsel, Telecommuni- 
cation Section, and J. Warren White- 
sel named trademark counsel in the 
Patent 


Carlson, according to an announce- 


Department of Stromberg- 
ment by Theodore L. Bowes, assistant 
secretary and general patent counsel. 
In his new position, Henson will 
have responsibility for the adminis- 
tration of patent prosecution and in- 
fringement problems of the Telecom- 
munication Division of Stromberg- 
Carlson. 
Whitesel as 


will administer Stromberg-Carlson’s 


Trademark Counsel 
trademarks affairs and will continue 
to handle contract review and patent 
prosecution assignments. 

A graduate of Wake Forest Col- 
lege and George Washington Univer- 
sity, Whitesel is a member of the Bar 
of the U.S. District Court and Court 
of Appeals for the District of Col- 
umbia, the Court of Customs and Pat- 
ent Appeals, and the New York State 
Supreme Court. He is a member of 
Patent 
tion, the American Patent Law Asso- 
ciation, the New York State Bar Asso- 
Associa- 


the Rochester Law Associa- 


ciation, the American Bar 
tion, and is registered to practice be- 
fore the LU. S. Patent Office. He has 
been with Stromberg-Carlson since 


1950. During World War IL he was 





Northlake, HI. plant of Automatic Electric Co. has been named one of 10 best plants built in 1957. 
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CEC presents its new 


... with laboratory precision 


MODEL 11 A, DBM/DBA METER 
Designed specifically for the telephone 
industry. Balanced input—+0.5 db, 300 
cps to 10 ke. Self-contained power supply. 
weighs only 10 Ibs. Features flat and 
F1A-weighted meter scales which are 
read directly. Extremely stable operation, 
accurate to +1 db. Unusual sensitivity 
permits measurements of less than zero 
DBA. All-transistor circuitry on printed 
wiring. Competitively priced. 


ALL-TRANSISTOR CIRCUITRY 


ON PRINTED WIRING 
Now, for the first time, you can order modern tran- 
sistorized test instruments specifically designed for the 
telephone industry. Salient features of Alectra’s com- 
plete, light-weight line are self-contained batters 
power-supplies and transistor circuitry on printed wir- 
ing. Identical unit size, rubber feet and collapsible 
leather handles guarantee easy, practical stacking. 
Also readily adaptable to standard rack mounting. 
they assure instant stable operation with no warm-up 
time. Contact your CEC Field Office, or write today 
for Bulletin CEC 7000-X-14 


MODEL 25A 


TEST OSCILLATOR ‘ TELECOMMUNICATIONS) 
8 preset frequencies (pushbutton 


Balanced output — 600 ohms impedance 


MODEL 21A 
TEST OSCILLATOR (PUSHBUTTON) 


8 preset frequencies 
50 cps to 50 kc 
less than 1-ohm output impedance 





MODEL 10A 

A-C ELECTRONIC 
VOLTMETER 

Imv to 300 v 
full-scale 

5 cps to 500 kc 


MODEL 30A 
0-C ELECTRONIC VOLTMETER 


8 ranges (0.05 to 150 volts d-c) 
Scale zero-centered 





MODEL 20A 
TEST OSCILLAT 


15 cps to 150 kc 
less than l-ohm 


MODEL 60A, 
AUXILIARY POWER SUPPLY 


Provides 12 v d-c (nominal) to power 
any combination of 1 to 4 Alectra 
instruments 

Operates from 115 v, 60-cycle a-c 








output impedance 


MODEL 1SA 
MULTI-RANGE A-C VOLTMETER 


Balanced input — 30 cps to 300 kc 
1 mv io 300 v full-scale 


MODEL I14A. TRUE RMS A-C VOLTMETER 


0.5 mv to 200 v full-scale 
Response: 10 cps to 500 kc 


OR 
MODEL 40 SERIES 


CARRIER FREQUENCY ATTENUATORS 


0.2 db accuracy, d-c to 600 kc 
1-db steps to 82 db 





Consolidated Electrodynamics 


J\LECIRA DIVISION 
OFFICES 
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CEECO LOADING COILS ‘iirc ™ 


Henson, a graduate of the Univer- 

° ee . sity of Nebraska. came to Stromberg- 
Units for Splicing Mounting Carlson as a telephone engineer in 
1948. Four years later he transferred 


to the Patent Department and was ad- 


These assemblies are supplied on a wooden dowel, 
2 2 mitted to the New York State Bar 
sometimes called sleeve mounted for use in the cable Ba ci i hig amma Mage 


splice. the Rochester Patent Law Associa- 
tion and is registered to practice be- 
fore the L. S. Patent Office. 

Prior to joining Stromberg-Carl- 
son. Henson worked for the Lincoln 
(Neb.) Telephone & Telegraph Co. 
During World War II, he served as 


a navigator-bombardier on a_ b-25 





taking part in 50 missions in the 
South Pacific. 





TYPE 162 FOR MOUNZING IN PLASTIC CABLE SPLICE 


Johnson Appointed Sales Rep. 


Type 162 assemblies can be supplied containing from one to 16 coils B y 
: y Whitney Blake Company 
of either Type 632(88MH) or Type 638(44MH) and are for use in WALL ree ae “ a sl 
plastic cable splice. Types MF10, MF11, 641 and 642 coils can be dda al ; aceidibiatee tes 
appointec sdles epresentlé e oO 


furnished for inter office and toll entrance cables. ; 
Whitney Blake Co.. wire and cable 


manufacturers. New Haven. Conn. 
Johnson will cover Texas. New Mexi- 
co. La. and southern Miss. from his 
headquarters in Dallas. 

“Wally” Johnson has had more 
than sixteen years practical telephone 


experience as a plant supervisor for 





the General Tel. Co.. and has also 





TYPE 167 FOR MOUNTING IN LEAD CABLE SPLICE 


Type 167 assemblies can be supplied containing from one to 16 coils 
of either Type 632(88MH) or Type 638(44MH) coils and are for use 
in lead cable splice. Types MF10, MF11, 641 and 642 coils can be 
furnished for inter office and toll entrance cables. 


CEECO assemblies give "Life like'’ voice transmission and re- 
ception to your long cable and rural distribution wire circuits. 
"Life like’ telephone transmission is a clear, easily under- 
standable telephone conversation over the necessary frequen- 
cies present in the voice to be heard via the telephone in the 
same volume as in "face to face’ conversation. Telephone 
companies providing such quality service will increase sub- 


scribers desire to use "LONG DISTANCE" more often, thus 


increasing revenue. { 





WALLACE H. JOHNSON 
Write us for assistance on your loading problems. CEECO 
loading coils are sold by your telephone equipment supplier. had several years experience as a 
sales engineer for the Aro Equipment 
Co. of Calif. His service record in- 


cludes a little more than three vears. 


COMMUNICATION EQUIPMENT & ENGINEERING COMPANY 


5646 West. Race Avenue Chicago 44, Illinois 
Phone EStebrook 8-3109 


in which time he rose from private to 
2nd Lieut. 
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COLORED PAYSTATIONS 


“¢, 


ATTRACT CUSTOMERS... 


EARN MORE 





That’s why so many telephone men specify 
color when they order Automatic Electric ‘‘80”’ 
Series paystations. They know that colored 
paystations are a real eye-catcher, even in 
crowded locations. As a result, more people 
remember to call more often—and paystation 
revenue just naturally goes up. 


woer— 
ome wicam witt HOT 
a wst TWO MICERLS OF Ont One 


aes Colored paystations are popular with merchants. 
meron ooo wen Reason? They help dress up store surroundings! 
wan eros teen epee 8 tee And, there are 10 rich colors to blend or 
ns — contrast with any background: Jade Green, 
Forget-me-not Blue, Camellia Pink, Gardenia 
White, Garnet Red, Turquoise, Sunlight Yellow, 


Dawn Gray, Classic Ivory and Sand Beige. 


Leng Bintonee © 


Automatic's “80"' Series paystations also 
offer many other features, including: 


* New, reinforced burglar-proof housing 
* Lighter, easier-to-hold handset 
True-to-life transmission 

* Easier, surer dialing; large figures 

* Durable, moistureproof coiled cord 


Twin contacts on hookswitch and dial 
Extended number plate 


Let us help you make paystations pay. Write 
for a free copy of our handy Survey Simplifier. 
It helps you find paying locations for paystations 
in your community. 

Automatic Electric Sales Corporation, 

Northlake, Illinois. Or call Fillmore 5-7111. 


: AUTOMATIC ELECTRIC 


Subsidiary of GENERAL TELEPHONE 











_HEL P A\ ANTED Hk » ach! neu is Ren x teed tex 
0 ——— oo he ANT] “h) in ar en ‘ 4 FOR s Ml ‘ 


SPLICERS. Ser rt, & i STOR <n AN betes 
oe een OE HOUSE 


i€ spay Parny 
Lele pio aa 


fee ENGI ne CoN , 
gone ar ae if MIAN with nr, i telephye EPO’ 
a ee 


1B gest -XPEI 

eri ENP wn Se 
a \ dial equesypoucne tort ELLER ol - FOR S SALE MRESIDEN | ae 
eMC wo gressive compar PANnvOse eth ne Gram wae ; Sk 


=4P North Sherid CUlerville. 


(J. i py \ 
Clephone Woy gatas! 


2000, Switchboard: used bP vears, ae ¢ 
i. : 4 Stking ane bel wernt 


CLASSIFIED ADS — Published in each issue of Telephone Engineer & Management. Forms close on 
10th of month for issue dated the Ist, and 25th of month for issue dated 15th. Rates are 15 cents a 
word except for Situation Wanted ads, which are 10 cents per word. In figuring cost of ads, count each 
word of address in number of words used. Ads payable in advance. Minimum charge $2.00. Rates for 
display ads on request. Send copy and Box number replies to Telephone Engineer Pub. Corp., 7720 


N, Sheridan Rd., Chicago 2 26, Ill. 








HELP WANTED WANTED TO BUY — DECALS 


ie 




















> 
ze iipeins Mac ager anne — WANTED: Leich 901 magneto telephones | DECALS MADE for trucks, equipment. 
and parts, also S. C. 1248 magneto sets | Small or large quantities. Catalog free. 


switching experience. Must have at least rer : : 
& exp and parts. Write: Telephone Engineering | Mathews Co., 827 §. Harvey, Oak Park, 


second class radio license. Specialized hg P pene 
training will be given right men. Reply, ptinaast. seni ciel Illinois. 
Attention C.O.E. Engineer, P.O. Box — —_—_— 
1080, Tallahassee, Florida. 











NEED pumrray man to take over com- 
mercial and bookkeeping department of 
Independent telephone company. Write 
Box 4, c/o Telephone Engineer & Man- 
agement. 


WIPING CLOTHS 
Cable-Splicers 


Formed-flexible finishing cloths; (Pat- 
ented); Flat finishing cloths; Catch 
cloths; Crotch cloths and Up-right 
joint catch cloths. Made of world- 


prize HERRINGBONE TICKING or (ites 
~sealed in wax paper 





CABLE SPLICERS, Station Installers, 
Equipment Installers, Linemen, Experi- 
enced men needed. Steady work, good pay. 
Henkels & McCoy, 1211 Kenmore Avenue, 








Elkhart, iana, 5100 N. 20th St., : 
Elkhart, Indiana, or 6100 h packed imported English MOLESKIN. Write 
Philadelphia, Pa. artons “wrappers 
e for literature and prices. eo 
MANAGER: For Telephone Co. 750 sub- W MS 
scribers, 750 miles of line. Must know GEO. E ILLIA co. 
3035 Aldrich Ave. South, MINNEAPOLIS 8, MINN. 


REA telephone accounting and commer- 
cial accounting. Please state age, qualifi- 
cations, references and wages expected all 
in one letter. Address all correspondence 
to Dunn Telephone Mutual Aid Corpor 
ation, Killdeer, North Dakota. 





AUTOMATIC ELECTRIC 
TYPE No. 40 MONOPHONES 


% large Quantity Available 
% Complete With or Without Dials 


“FOR SALE ” % Mostly Synchromonic Ringers — Some 


DIGGER-HYWAY Model HD with extra With Straight Line Ringers 
bitts. Mounted on 1948 FWD truck, over- 


WANTED: Well qualified cable 
splicers and helpers, Write: 


Neale Construction Company, 
3100 Topeka Avenue, Topeka, 
Kansas. 





% Will Sell ““As Removed From Service” 


hauled, new rubber, ready to work. Price 
F.O.B. Germantown, $2,750.00. — Line or Completely Reconditioned 


trucks, installers bodies & trucks. Splicers | 
K EQU % Advise Quantity Required And We Will 


trailers also in stock. BOHNSACK EQUIP- 


MENT CO., Germantown, N. Y. Quote Best Quantity Prices 


USED ACCOUNTING Machinery and Whatever Your Needs... . It Pays to Call on BUCKEYE 
equipment; N.C.R., Burroughs, Addresso 
graph, etc. For details contact: T. L. 
Leonard Electric Co., 4 North 8th Street, BUCKEYE TELEPHONE & SUPPLY C0 
Room 203, St. Louis 1, Mo., Chestnut eS 
1-6438. 

P. O. Box 5707 Columbus 21, Chio 


FOR SALE: Telephone Exchange in Ar- 
cola, good location. Will sell for $2,000. Phone HU. 8-0655 
Mrs. Lizzie Ott. Arcola, Mo. Phone 28. 
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WANTED FOR YOUR | 
Three positions of Kellogg DESK AT WORK | | 
Switchboard using the fol- AND HOME 

lowing Circuit drawing: 
operators tel. ckt. 35591 Ideal for gifts, 
universal cord ckt. 35638 prizes 





35260 
38159 


universal line ckt. 
position equipment 
multiple equipment 39164 


Bantam colored telephone, weighted, with 
top quality ball point pen trimmed in gold. 
Telephones in ivory, sand beige, yellow 
red, green, light blue, light gray, pink, 
white, Pens in ivory, black, red, pink. 
Only $3.25 complete, postpaid. Send 
check or money order to L. 7. Parker, 
4817 Lorraine Dr., San Diego 15, Calif. 


swhd. sec. assem. 37876 


ALMA TELEPHONE CO., 
ALMA, OKLAHOMA 





LINE TEST SET (portable) Volt-OHM-Ring-Talk 


rev.cow 









GENERATOR GN-38 


WIRE CHIEFS TEST SET (Signal Corps) | 

Gx aos : 
EE 65 (F) Late Type 7!2”x9"x11” 
A complete test set for maintaining LB wire plant. Also used in CB line testing. Meter 
gives accurate reading DC voltage to 50 volts and resistance from 22 ohm to 2 megohm. 
Built-in LB telephone anti-side-tone circuit with hand generator for signaling and ring-out 
tests. Grounds, shorts and opens may be quickly determined and located through table 


on inside cover. Illustrated manual with complete instructions for use included. 
Battery compartment accommodates two flashlight cells and two 22% volt radio batteries. 


Not f ished.) 
(Not furnis BRAND NEW, original factory carton. $25.00 


Shipped on approval , 
Handsets for above with plug $5.00 As above—Slightly used—with Manual $15.00 


C. B. Wire Chiefs Test Set BE 70 — $49.50 


W. E. 2A TEST SETS E.E.8 Army Field Phone 


Unused with Cords $500.00 New $30.00 Rebuilt $20.00 

W. E. CARRIER TEST SETS 
51A Oscillator $150.00 fH W.E.19C Oscillator $250.00 
32A Trans. Meas. Set 200.00 
160A1 Car. Teleg 150.00 Bi we12A Trans Meas. Set S.F.T. 100.00 
1193A Relay Test Set 100.00 


For Testing 255A Relays) Sig. Corp. 161C Trans. Meas. Set 


255A Polar Relays 10.00 With Oscillator (500-1,000 — 2500 
209 F. C. Polar Relays 10.00 CY) -50 to +15 DB in .5 DB steps) 
4A Unbalanced Sets F 75.00 New $150.00 Used $100.00 





The Telectric Co. 


1218 VENICE BOULEVARD LOS ANGELES 6, CALIFORNIA 
Richmond 8-2249 





“GIMMICKS, GADGETS & 
GIVE-A-WAYS” 


(see May Ist issue of Telephone 


Engineer) 


We carry a full Line of 
TELEPHONE MOTIFF 
JEWELRY, BANKS, 
NOVELTIES, UMBRELLAS 
& IMPRINT ITEMS 


Write for Brochures or Samples 


“FUND-RAISER” PRODUCTS 
COMPANY 


235 N. 12th St. 
Philadelphia 7, Pa. 





|BIG SAVINGS !! 





#10 HEMINGRAY GLASS INSULATORS 


Brand New, Export packed. Only 
$21.50 per 1050. (lots of 5000 
or more ths.) 


$18.75 


DOUBLE WALL 

COTTON SLEEVES 

for Cable Splicing. 5” /32 
with 1 black tracer, 
mfg. by Hope Webbing 
Co. BRAND NEW. BOX- 
ES of 300. Ea. 75¢. (Lots 
of 25 Bexes 60¢ ea. 50 
Boxes 50¢ ea.) Prices 
f.0.b. Sacromento. 


P. O. Box 1896-E, 
LORIS SALES 





907-2nd St. 
Sacramento, Calif. 





Unirep UTiniriss, 


INGORPORATED 


53rd Consecutive Dividend 


The Board of Directors 
declared a quarterly divi- 
dend of 30 cents per 
share on the outstanding 
common capital stock of 
the company, payable on 
or before June 30, 1958, 
to stockholders of record at the close 
of business June 6, 1958. | 


Abilene, Kans. ALDEN L. HART, | 
President 








May 19, 1958 
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COMPARE BEFORE 


Be sure... SPECIFY 


be Bi 
PENTA 






ro 





Deonllil 
P ublishing 


Company 


A Division of 
Western Utilities Corporation 


TELEPHONE 
DIRECTORY 
PUBLISHING 


Selling — Printing — Engraving 
Production 


Counsel for Advertisers 


OUR 10TH YEAR 
OFFICES: 


San Francisco, Calif. 
Everett, Wash. 
Kilgore, Texas 


Call any of our offices 


for a free estimate 


on your directory potential! 
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YOU CONSTRUCT! 


@ Pole-Line Service 

@ Pole Strength 

@ Butt to Tip Cleanliness 
@ Handling Ease 

@ Climbing Ease 

@ Safety Features 

@ Ground Stability 

@ Pole Appearance 


f moplete infor 


PAGE & HILL, INC. 
MINNEAPOLIS 3, MINNESOTA 








UNFOLDS 
ITSELF 





IT 
DIGS 


GZ — 


1 UNIT DOES 
WORK OF 3 


The TRUCO HYDRAULIC DERRICK is 
simple, safe and easy to operate. One 
man can position derrick, dig hole and 
set pole. Live ‘‘Middle-Leg’’ keeps con- 
stant pressure on augur...raises and 
lowers derrick. 








Cuts Equipment Costs one-third. Write 
Truco for more information. 





TRUCK Squipment co. 


3963 Walnut Street 
Denver 5, Colorado 
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Preformed Names Carter 
Works Mgr. at Palo Alto 

T. F. CARTER has been appoint- 
ed works manager of the West Coast 
manufacturing plant of Preformed 
Line Products Co. at Palo Alto, Calif. 
Carter succeeds the late J. W. Ramey. 

Before joining Preformed, Carter 
was a partner of Dantoy Products. a 


plastic injection molding company. at 





T. F. CARTER 


Burlingame, Calif. Previous to this 
he was a sales engineer for Morgan- 
ite. Inc. and an industrial enginee: 
for American Locomotive Co. 

In his new capacity. Carter will 
manage overall operations of the Palo 


Alto plant. 


Carl L. Lang Joins 

Page Communications Engnrs. 
CARL L. LANG has been named 

Joint-Ventures Manager at Page 

Communications Engineers. Inc. He 

will direct telecommunication projects 

now under way in Korea. Libya. and 


Asia. 


Lang previously 


Southeast 
Was commercial 
manager of LT.&TZs Telecomunica- 
tions Operating Group in New York 
City. working with 12 telephone and 
radio communications companies. He 
had been with IT&T for the pasl 12 
years, engaged on communications 
projects in Europe. Africa. and North 
and South America. 

He received his B. A. 


commerce and finance at Pennsyl- 


degree in 


vania State University in 1928. and 
later studied at Columbia University’s 


Graduate School of Business. 
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News and views of Independent telephone people 


Leader in its area, West Coast Telephone Company takes 





VOLUME 7, NO. 3 2 


A DIVISION 
OF GENERAL 
DYNAMICS 


JUNE, 1958 CORPORATION 


Five big steps forward in continuing dial program 





Long recognized as the leader in its 


area. the West Coast Telephone Com- 
pany of Everett, Washington. with ex- 
changes blanketing the fast-growing 
Northwest. has its conversion pro- 
XY€& 


Dial offices in the last few months are 


cram in high gear. Five new 
a significant part of this program. 
\Miost recent was the dual cutover 
at Hillsboro and Forest Grove. Ore- 
gon neighboring cities just west 
of Portland. Both share in the gen- 
eral growth of the metropolitan area. 
as well as in a healthy economy based 
on local industry. Forest Grove, in- 
is the 
home of the first institution of higher 
Pacific Northwest. 


These large dial exchanges will par- 


cidentally, has a proud past 


learning in the 


Watching Hillsboro mayor Howard Davis place first 
call are (L-R) Dan Tompers, Chief engineer; E. D. Larson 
and Ken Kelly of Stromberg-Carlson; Lyle Cross, Beaver- 
ton district manager; Louis Eade, Pacific Tel. and Tel. 
Co.; James Humbird, P. U. C.; L. Gray Beck of West 
Coast Tel.; J. P. Galligan of Stromberg-Carlson; Edwin 


Graham, attorney from Portland. 





L. Gray Beck, vice-president operations of West Coast Tele- 
phone Company, explains XY Universal Switch to Edwin 
Graham, Portland attorney, and James Humbird, publicity 


director for Oregon Public Utility Commission. 


ticipate in nation-wide — dialing 
through the Companys own toll cen- 
ter at Beaverton. 

LaGrande. Oregon where a 
2000-line dial exchange and 8-posi- 
tion toll board was placed in service 
in 1957 


the old Oregon Trail: now it is di- 


was a “resting place” on 


vision headquarters for the Union 
Pacific, a busy lumbering center, and 
site of Eastern Oregon College. Small 


















exchanges at Banks and Gaston, Ore- 
gon. were also converted to dial last 
vear. 

West Coast Company training pro- 
grams, coupled with long experience 
using X} 


3-State operating area, made for a 


Dial equipment in their 


routine transition at these cutovers. 
termed very successful by company 
management on hand for a “double 


ring ceremony at the two cities. 























Annual Check-up is just good management 


- Sceine the doctor once a 
R vear Is good. sound advice. 
And what we enjoy most 


about it is to hear that we're in tip- 
top shape. 

It works the same way for a dial 
late 


sometimes even a machine begins to 


office: hours. no vacation 
show a little fatigue. But then again 
we hear about exchanges which thrive 
on a grueling grind... . where serv- 
ice interruptions are unknown and 
trouble just doesn’t exist. 

Such a report has just come in 
from Keller, Texas. where Mr. J. L. 
Lamkin told the Stromberg-Carlson 
his “annual 
the 


not had one 


service engineer making 
check-up” according to Service 
Agreement, that “he has 
single case of trouble over the past 
vear. The service engineer's report 
further states that necessary adjust- 
ments were few and far apart, and all 
rather simple. 


Mr. Lamkin 


managers 


is one of a score of 


who have entered into a 


regular Service Agreement. calling 
for systematic routining of the entire 
exchange by expertly-trained service 


engineers. This agreement calls for a 


Modest investment keeps office humming merrily: 


line-by-line check of each switch and 
relay, charging and ringing equip- 
ment, making adjustments or replace- 
ments as necessary. Cleaning and 
lubrication per factory standards are 
done at the same time. 

Managers using this program feel 
that it is extremely low-cost insurance. 
Especially where the size of an ex- 
change does not justify employment 
of a skilled central office technician 
on a salary basis, this service contract 
affords the most economical approach 
to protection of a long-term invest- 
ment. 

For the much larger group of op- 
erating companies, where preventive 
maintenance routines and_ trouble 
shooting are customarily handled by 
their own personnel, Stromberg-Carl- 
son service engineers are available 
(ona Time and Expense basis) when- 
ever needed. These men are strategic- 
ally located so as to be able to move 
in quickly should the need arise, and 
to provide skilled assistance to all 
customers throughout the Branch Of- 
fice territories on request for such 
service, 
back to “doctor” 


Lets go our 









analogy again. We go to see him bhe- 
cause he is a professional man has 
a knowledge that we don’t possess for 
analyzing our condition and spotting 
any troubles that may be present. He 
also. when necessary. has the skill to 
prescribe a cure or perform an op- 
eration. 
If we're in eood shape. the doctor 
follows routine check-up procedures 
and gives us a clean bill of health in 
a short time. If, on the other hand. 
we have allowed ourselves to become 
run down. our neglect’ becomes a 
costly economy in time and money. 
Few would question which is the bet- 
ter bargain. 
In the the 


engineer is a professional man 


same manner service 
equipped with the specialized knowl- 
edge, the skill and the tools to diag- 
nose, prescribe and operate. Whether 
he comes for a regularly-scheduled 
check-up. or to render assistance in 
an emergency, he brings professional 
“know-how that prolongs the work- 
ing life of your investment and 
the good service your customers ex- 


pect from their telephone company. 
































Send-off for Satellites 


Sudden prominence has come to a 
hitherto unknown strip of Florida’s 
Kast 
launching of United States’ satellites 


Coast Cape Canaveral. The 


from this site restored confidence in 
offered a 


elimpse into the measureless mysteries 


our. scientific progress; 
of outer space. 

Most of the nation’s top scientists 
have. in one way or another. been 
associated with the Cape Canaveral 
activity. At 


placed a collection of intricate de- 


their service has been 


vices which both in function and 
in purpose are “out of this world.” 
Equally important in the overall op- 
eration, however. is equipment that 
is very much of this world... . fast. 


versatile. reliable telephone equip- 


ment furnishing the vital) intercom- 
munication link along Cape stations. 
and the all-important contact between 
the Cape and rest of the nation. 

\ giant NY® dial PBX of 
10-Position Toll 


associated. provides this link. 


2 SOO 


a 


lines. with Board 

To assure ultra-high quality trans- 
mission essential to this installation. 
59 Type 541 Negative Impedance Re- 
peaters are inserted in the trunk cir- 
cuils tying the Cape to Cocoa Beach 
and other main exchanges. Mainten- 
ance routines and testing facilities for 
all telephone plant) and = equipment! 
provide a further guarantee of split- 
the “count- 


second coordination as 


down” approaches Zero. 


Stromberg-Carlson communications play vital role 


at Cape Canaveral launching site. 















Third XY° Dial office for Mid-States Company 


Milano, Texas. has recently become 
the third XY Dial office of the Mid- 
States Telephone Company. Both this 
Mid-Texas Tele- 


phone Company, operating in an area 


company and_ the 


which is the eeographic heart of 
lexas, are managed by the same 
croup: Mr. W. S. Bain of San An- 
tonio. president: Mr. W. E. 


vice-president and general manager. 


Lyon. 


and Mr. Chris Finn. plant manager 
Killeen. 
the Buckholts and Hutto exchanges 
of the Mid-States 
converted to XY 


both of Several 


Vears ago 


Company were — all of Mid-States Telephone Co. 


Dial operation. 





Col. Carl K. Hatch, Com- 
manding, Alaskan Com- 
munication System, U. S. 
Army Signal Corps, plac- 
ing first call through new 
Sitka, Alaska, dial system 
to the Governor of Alaska. 





Making the cut (L-R) W. E. Lyon, W. S. 
Bain, Mike Kerth, M. Frozier, Chris Finn 


STROMBERG-CARLSON 
TRANSMITTER 


A double Salute: 
To Signal Corps and Sitka 


At this time when the l.S. Army Sig- 
nal Corps prepares to celebrate its 
98th Anniversary on June 21. we are 
happy to have this made-to-order op- 
portunity to salute both the Signal 
Corps and a progressive telephone 
company. The event dramatized by 
this photo of Colonel Hatch about to 
place a long-distance call was the in- 
auguration of dial service for Sitka. 
Alaska. The full story of this occasion 
and the Sitka Telephone Company 
will be included in the next issue of 


this magazine. 





New machine intrigues visitors 


Plant tours are an accepted part of 
the daily routine at Stromberg-Carl- 
son. Visitors. such as the delegation 
from the American Institute of Chem- 
ical Engineers that toured the plant 
recently, are always fascinated by 
new operating techniques such as 

Mr. C. Van Epps, Strom- 
berg-Carlson host, ex- 
plains operation of spring- 
forming machine to two 
Kodak members of the 


the spring-forming machine. Two en- 
eineers from Kodak. after watching 
its more-than-human — performance. 


consented — to pose for out 


eladly 


American Institute of 
camera. Chemical Engineers: Mr. 
“We endorse film for taking photo- Charles Adler and Mr. 


a : P Bernard Johnson. 
eraphs.” they said. “You can quote 


us. 


~ i S 





Present when Milano, Texas cut to XY Dial were (for 
left) William Reichel, consulting engineer, two specta- 
tors from Southern Bell, and H. T. Brink, plant supt. 








Some 
like it 


small; 


Stromberg-Carlson Conven- 
ience System provides priv- 
ate circuits for Governor 
and aides at Lincoln, Ne- 
braska. Miss Donna Lemon, 
Governor Anderson’s recep- 
tionist, with Alex Geist of 


oe But if it’s Quality PBX} 


Two fish were talking under a dock. 
Suddenly one said, “Did you ever 
stop to think that without water we 


At Trumbull Memorial Hospital in Warren, Ohio, 
operator Alice Koehnlein can give her full at- 
tention to incoming and special service calls — all 
others are completed through XY Dial® PBX. 


would all die?” 


The younger fish shuddered at the 
thought. “Water!” he cried. “What 
is water? | must find it. or I will die.” 

Terrified, he swam across the lake, 
down the river and into the sea. To 
every creature he passed he put the 
same desperate question . . . “Where 
can | find water?” 

In the depths of the ocean he found 
an old fish, wise with years. “Water? 
Why it’s all around you every- 
where.” 

The young fish worries gone 


Part of United Telephone Company's splendid record for good PBX swam leisurely back. Looking around 
service is the Post-installation contact. Here Forrest Eherenman, gen- the familiar haunts. for the first time 
eral commercial supervisor, calls on Mrs. Alma Meyers, secretary- 


receptionist at Lake City Bank, Warsaw, Indiana. he saw that there was plenty ol 


Dick Ulam of the Warren (Ohio) 
Telephone Company shows an 
interested visitor how he could 
make a routine check of XY 
Universal Switch line seizure. 


One of more than 150 6K Systems installed by 
Lincoln Tel. and Tel. Co. serves the small but ex- 
tremely busy office of the G. A. C. Finance Co. 


Mary Ann Delon, assistant head 
nurse at Trumbull Hospital in War- 
ren, appreciates the speed and 
efficiency of the XY-PBX. 
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water... it had been there all the — have a variety of services each de- 





time. signed to do a specific job at gradu- 
PBX potential is something like ated tariff levels. He will be thinking 
this. Often we are too close to the in terms of cost: the telephone com- 







opportunities to see them. If we have — pany can demonstrate that an effi- 














































had a major goal, such as dial con- cient PBX system offers savings. 
version, requiring our full attention, Some companies are selling PBX 
even direct requests for PBX service — service to obtain the extra immediate 
may have been deferred. This is cer- revenue which puts a dial conversion 
Tee tec tainly a good starting point for asales on a “pay-as-you-go” basis. Often 
You _ PBX ee : 
campaign. this PBX equipment is written right 


Ode Ss *C( O ere is SS i O e overe ce % ffice CO Fact. . . . 
In today’s economy there is le into the overall central office contract. yp Ctingenpeel (right), commercial super- 


likelihood that a commercial prospect Have you looked for prospects re- intendent for United of Indiana, obtains in- 


will approach the telephone company. — cently? They may be waiting for you formation on a customer's requirements for 
H iedcalil | +L ; 7 : , 5; : (left) Ted Danielson, auditor, and Bill Sadler, 
e probably doesnt know that you — to call. Warsaw District. manager. 


ceed ait 


3X Ktromberg-Carlson makes them all 





Miss Donna Hamilton is 
PBX operator-receptionist at 
the Chamber of Commerce 
in Lincoln, Nebraska. She is 
also Secretary of the PBX 
Club — enjoys correspond- 
ing with other girls who 
have similar positions. 





F-40 is delight for customer and Brookings 
(So. Dakota) Municipal Telephone system. 








must compete for the customer's dis- 
cretionary dollar. And today that Vonthly Rental Schedule 


customer will want to stretch his dol- ; ; 
2 Main Line Business Rates 


(a $6.50 each $ 13.00 


| Business Extension Rates 


lar just as far as it will go. 


A PBX system that is made-to- 


order for the customer on a limited G@ 1. SD each 6.00 
expense budget. yet yields a surpris- LP . 
pense bu get, y t yield a surpri 6 Hold-Feature Handsets 

ingly good return for the operating @ $1.50 each 000 


company. is a combination of the | Control Unit for 10-Sta- 


Stromberg-Carlso 973 Two-Line ; 
on 1573) Two-Line tion dial-selective signal 


Telephone with the 10-Station Dial 


. ae ing 1.00 
Selective Unit. For the type of serv- 


Siar “ht Sa a cat 6 Buzzers for signaling 
ice it was designe » pr a - mM ai 
Ss ene to provide, it o @ $0.125 each 


Total Monthly Rental $ 32. 
or, on Annual Basis $393.00 





fers efficiency with economy may 
lead to an installation when other 


Efficiency at lowest cost with a Stromberg- 





i Carlson 2-line phone. PBX systems could not be proved in. 

: One operating company that has Basic termination charge — is 
Ina recent article by Mr. F. J. Eheren- — had ereat success in placing this $550.00. written on a 3-year con- 
man. commercial supervisor for the system with their smaller commercial tract. [f customer terminates serv- 
United Telephone Company of In- accounts has furnished the tariff ice before the expiration of con- 
diana, it was pointed out that the schedule for a typical installation tract, prorated termination charges 
telephone company in the role of | shown below. See if it doesn’t make apply. 





expert in communications systems eood reading. 


































in Brookings. South Dakota, which 
started with an F-40 Dial PBX Sys- 
tem at the Sexauer Company's main 
office in Brookings. reached its high 
point recently when the Brookings 
Municipal Telephone System was cut 
over to XY Dial. 

But the start of dial service in 
Brookings is really a tribute to the 
citizens of Brookings for the confi- 
dence they showed in the foresight of 
Mayor Homer Dwiggens and Charles 
O'Neill. manager of the largest muni- 
cipal telephone system. 

For years Mayor Dwiggens had 
realized the need for an exchange 
which would be in keeping with the 
status of Brookings as one of South 
Dakota's outstanding cities. The may- 
ors vision, XY Dial Equipment and 
the 20 years’ experience in telephony 
gained by Manager O'Neill have 
helped bring to Brookings the answers 
to many problems. Among these are: 
coping with increased demand _ for 
quality telephone service for years to 
come, joining the Direct Distance 
Dialing System, and the quick han- 
dling of emergency telephone calls to 
police and fire departments. 


The big program of dial conversion 


Brookings, So. Dakota, writes another chapter as 


Largest Municipal System Cuts in XY® Dial 





Miss Verna Graves, commer- Mrs. Kathryn Wesche, former chief operator, 


cial department, has 30 years 
service with the system. 


Up-grading of telephone service to 
the area surrounding Brookings and 
to vital private branch exchanges has 
also been possible since the inception 
of XY Dial in the city. Nearly every- 
one in and around Brookings is ex- 
cited about dial service. Plans are 
now under way to increase by 300% 
the telephone system in the women’s 
dormitories at the State College. 

Subscribers are not alone in shar- 
ing this excitement. Miss Verna 


Graves. who has been with the Brook- 





operates special turret designed by Stromberg- 
Carlson for handling unusual traffic at this office. 


ings Municipal System for 50 years 
as an operator and a commercial of- 
fice employee. marvels at the auto- 
matic and efficient line finding and 
connecting of the XY Dial equipment. 

Dependability such as this, repeat- 
ed millions of times daily, has 
brought an increase and importance 
in the use of the dial telephone. To 
many. it has become almost a way ol 
life: to the citizens of Brookings a 
sign of growth and popularity. as 
everyone in Brookings dials “Myrtle.” 
the most popular “gal” in town, 


Mr. Charles O'Neill, manager, and Mrs. Delia Johnson, night Mrs. Jean Thompson, office employee, looks at drawing 


*. 


~~ 


— 


operator, stand by well-used manual switchboard. 






representing thousands of Brookings telephone lines. 
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Manager Charles O’Neill, kneeling, and Stromberg- 
Carlson installer-foreman Edward Novak, put their 
experience to work at cutover. 






































Charles Chester, formerly of Stromberg-Carlson, 
is manager of Brookings County Telephone 
Coop., which is connected with the city. 






Mayor Dwiggins makes sure wires are cut at 
conversion. With him are telephone employees 
Miss Graves, Mr. Knudsen and Mrs. Johnson. 





Inter-County Company invites Missouri neighbors 


Telephone neighbors like to gather 
when there’s an event to celebrate. 
This proved true as the Inter-County 
Telephone Company. headquartered 
at Gallatin. Missouri. cut its Grant 
City exchange to XY Dial service this 
April. 

Paul Drake. whose Bolivar com- 
pany is associated with the Inter- 
County group. has a fine XY® Dial *¥4 
office of his own. But it was Bill 
Chastain of Princeton, whose XY Dial 
network probably ranks first among 
the nation’s R. E,. A. projects, who 
was a “natural” to extend congratu- 
lations to Mr. Joe Ml. Roberts and 
other members of Inter-County man- 


agement. 


The dial cutover at Grant City, Missouri, drew 
quite a gathering of the Telephone Fraternity 
including: Robert McClelland and Floyd Bridge 
of Gallatin, C. W. Chastain of Princeton, Paul 
Drake of Bolivar, Elwood Williams of Oregon, 
George McManus of Macon; also Mayor Bark- 
er, George Bale, Robert Morelin and Cole- 
man Franks of Grant City. 





Whoa, there, Burro! The man on the donkey 
appears to be pulling building; actually he 
delivers messages and does odd job haul- 
ing around Montgomery. 


Group at Waskom includes Mr. E. Mac 
Donald, REA field engineer, extreme left, 
and Mr. C. R. Collins, manager, extreme 
right, with equipment engineer, installers 
and construction men. 


eat 


anni 


S-Ci 


STROMBERG-CARLSON : 


Look out for the cable! Montgomery ex- 
change, with dial equipment inside, was 
moved from Conroe, a distance of 17 miles! 
Manager’s son, Morris Bateman, Jr., is in- 
terested in Dad’s business. 


TRANSMITTER 


Two more Texas exchanges begin 


XY Dial-ing on the same day 


Any time is a good time to start dial 
operation. For Mr. Morris Bateman. 
Tele- 


phone Company, and his employees. 


local manager of the Conroe 
7 a.m. was the right time to cut over 
their Montgomery exchange, north of 
Houston. 

The start of dial operation for 
them was actually the climax of a 
most unusual and practical experi- 
ence in which the XY® Dial equip- 
ment was installed in a building con- 
structed in Conroe by Conroe em- 
ployees during their spare time. This 
installation also gave them the op- 
portunity to gain valuable experience 

classroom-training style. 

Once the equipment was installed 
in the finished building, the entire 
exchange was moved by a house mov- 
er to Montgomery. The actual cut- 
over was made many days later. 

At 10 p.m. that same day (and 
200 Waskom. 


largest of nine exchanges operated 


some miles away) 
by the Eastex Telephone Coop.. Ine.. 
was converted to dial. 

Under the direction of C. R. Col- 
lins, Manager, this 400 line-800 ter- 
minal CDO on the Texas-Louisiana 
line will serve subscribers in one of 
the largest distillate and gas fields in 
the country. 

Qn hand for the cutover were 
EK. MacDonald, REA field engineer: 
installers, Y. V. 


Bissette, Stromberg-Carlson  installa- 


construction men. 


tion foreman, and Carl Price. sales 
representative. 


3 


At the Conroe conversion were, standing, 
Durrell Gray, Conroe Telephone Company; 
Marion Clay, general manager of Lufkin and 
Conroe exchanges; kneeling, Jack Mott, Luf- 
kin installer, and Morrie Bateman, manager. 


At Waskom, Mr. E. MacDonald, REA field en- 
gineer, left, and Mr. C. R. Collins, manager. 
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THE BACK OF THE BOOK 


By JOHN G. 


“Long Detour” 


oo a message through the Iron Curtain can 
F he pretty difficult sometimes. Ask Robert Aldrich, 
who is directing the movie “The Phoenix” in West 
Berlin. 

Aldrich wanted to place a call to East Berlin and told 
his secretary to dial the party. His secretary pointed 
out that in divided Berlin there are no phone connections 
between the Western sectors and the Russian sector. 

But someone suggested calling Frankfurt, which does 
have lines to East Berlin. The Frankfurt operator re- 
fused to relay Aldrich’s call. So did the Munich and 
Hamburg operators. 

Thoroughly aroused by this time, Aldrich telephoned 
Paris and, after 10 minutes of explanations, persuaded 
the Paris exchange to relay his call to East Berlin. But 
both the Paris lines to East Berlin were occupied. 

So the Paris operator called Rome, explained the 
whole thing all over again, and the Rome operator put 
the call through to East Berlin and it worked. 
Thus a call between 2 points less than 3 miles apart 
Berlin to Rome 


was relayed some 1.800 miles from 


and Back to Berlin. 


“Notice From Wisconsin” 

HE WISCONSIN Public Service Commission. which 

takes an official look at many things. gave unof- 
ficial notice last month when a fifth child arrived for 
Commissioner and Mrs. Arthur L. Padrutt. The notice 
suid: “4 delivery was made to the Padrutts by an 
unlicensed common carrier at 4:39 a.m. The carrier is 
described as a long-legged. winged, feathered, long- 
beaked buzzard type. 

“The passenger is a stranger to us. Best described as 
a female, loud-voiced, 20.4 inches tall. weight 7 pounds 
314 ounces. No other data available. 

“Mrs. Padrutt is fine, but the father is suffering 


from. shock.” 


“Strictly Automatic” 


gaia time you are in Cresco. lowa, we suggest you 
try out the phone booth in the telephone company 
office. When you seat yourself in the booth a light will 
eo on. When you leave the booth, the little round stool 
on which you've been sitting will lift itself and the 
light will go out. 
This convenient performance, which is motivated by 
a little piston-action rod attached to the seat, is prob- 
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ably the least significant invention of 11. G. Addie. re- 
tired manager of Cresco’s Central lowa Telephone Co. 
For Mr. Addie 
one of the telephone industry's pioneers 
and installed one of the first underground telephone 


systems in the world. Scorning telephones poles. he laid 


who is known throughout lowa as 


invented 


underground lines in his hometown back in 1922. and 
they are still in operation, serving 60 per cent of the 
Independent company’s town and country subscribers. 

Cresco’s subterranean system includes 25 rural lines. 
made serviceable by a cable terminal developed by Mr. 


Addie. 


“Squirrel Trouble” 


\N A TWO-PRONG attack last month in Champaign 

and Mattoon, IIL. squirrels put a radio station off 
the air. knocked out 200 phones and forced repairmen 
out on emergency calls. All because the squirrels lack 
salt in their diet... . 


Paul Guth. test center foreman for the Illinois Bell 


Telephone Co.. Champaign. reported that this was a 


pretty common occurrence. “It is a popular belief.” he 


said. “that the squirrels lack some mineral salt in thei 
daily diet and seem to find a similar ingredient in the 


telephone cable lines.” 


TELEPHONE ODDITIES. 


WONDER WHAT 

THE LATEST i } 
QUOTATIONS ARE ON j 
AMAL GAMATED ' 
FRENCH PERFUME 


IN PARIS THE. | 
TELE PHONE (COMP-} 
o ANYLISTS THE FOLL OwW-| 
ING SERVICES FOR ITS | 
SUBSCRIBERS: 
DIAL SUFFERN 84-00 
\. BETWEEN 8PM. AND 
MIDNIGHT FOR 
DANCE MUSIC - 
DIAL 13 FOR WAKE 
UP CALL ANYTIME 
OF DAY OR NIGHT- 
DIAL SUFFERN S+0: 
WEEKDAYS FROM NOON 10 + 
PM. FOR THE LATEST QUOTA 
IONS FROM THE PARIS STOCK 
MARKET-DIAL ETOILE 64- 
00 FOR NEEDED INFOR- 
-. MATION ON POSTAL 
3 5 S* =" RATES- DIAL INF | AND 
LISTEN TO A RECORDED NEWS | 
/ REPORT- AND MANY OTHERS | 


RE OM HI ¥ 
THEY ARE TREATED 
BY THE ENTERPRISING 
PHONE COMPANY To A 
go \ 8s OF TAPE-RECORDED 
BEEPS FROM THE SOVIET 
SATELLITE 
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ZABAR IN LOS ANGELES POSTS 
LISTS OF EXCUSES IN TELE - 
PHONE BOOTHS SO PATRONS CAN 
TELL THE LITTLE WOMAN WHY 
THEY ARE LATE COMING HOME 


IF AUSTRIANS 
DIAL VIENNA 1563 
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Now, Calculagraph takes another BIG step to make toll timing 
easier for busy operators—it’s the new color handles— 
green for start, red for finish. 


This new Calculagraph “‘visual aid”’ 
to better accuracy can be a big help to your busy 
operators, too. Why not ask about these 
new color handles today. It takes but a few minutes to change 
your present handles to easier-to-use Calculagraph color handles. 


Write today for information on the new 
color handles and other exclusive Calculagraph 
features for timing toll calls. 


CALCULAGRAPH 
mpany 


308 Sussex Street e Harrison, New Jersey 


MANUFACTURERS OF ELAPSED TIME RECORDERS FOR OVER 65 YEARS 





Directory 
earnings climb 
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UR DIRECTORY “‘Revenue Men’’—working from 
O 32 strategically located sales offices— 
providing the Independent Telephone Industry 
with a flexible and highly skilled telephone 
directory organization, are equipped to render a 
Complete and Quality Directory Service. 


These specialists, through the use of up-to-the- 
minute knowledge of the market—proper sales 
training—imagination—ideas—leadership— 

and hard work, produce results which more than 
measure up to accepted directory revenue standards. 


Yes, the ‘‘Yellow Pages” revenues in the more than 
800 directories we now produce for large and small 
Independent Telephone Companies prove the 
statement: “DIRECTORY EARNINGS CLIMB WHEN 
OUR ‘REVENUE MEN’ MOVE IN.” 

Write or phone our office nearest you for our 
Complete Directory Service Plan. 


Find It Fast 
In The 
Yellow Pages ||. 
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GENERAL TELEPHONE DIRECTORY COMPANY 


1800 Oakton Street °¢ 
Divisional Sales Offices: 


COLUMBIA, Mo. ¢ 811 Cherry Street °¢ 
DURHAM, N. C. ° 108 E. Parrish Street ° Tel.: 5133 
ERIE, Penna. ¢ G. Daniel Baldwin Building * Tel.: 2-4187 
FORT WAYNE 2, Ind. * 229 E. Berry Street * Eastbrook 3477 
HONOLULU 14, Hawaii * 1236 Waimanu St. « Tel.: 504-231 


LEXINGTON, Kentucky * 157 Walnut Street © Tel.: 4-7626 


Glbson 2-6907 


DES PLAINES, ILLINOIS «+ 


VAnderbilt 4-2164 


LONG BEACH 15, Calif. * 1775 Ximeno Ave. * GEneva 3-744] 
MADISON 3, Wisconsin * 214 N. Hamilton St. ¢ Alpine 7-1667 
MANILA, Philippine Islands . P. O. Box 673 
SAN ANGELO, Texas ¢* 110 South Taylor St. © Tel.: 6738 
SPOKANE, Wash. ¢ South 11 Monroe ¢ MAdison 4-4336 
SPRINGFIELD, Ill. © Myers Bros. Building *  Tel.: 8-3425 





